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UNTER — exclusive fan makers 


since 1886 — is again in pro- 





52-in Hotel Type duction of all of its regular pre-war 
types of fans and ventilators. Estab- 
ished HUNTER distributors throughout the United States have been allocated a de- 
bendable supply for normal dealer requirements. HUNTER ZEPHAIR Attic Fans are 











being deliver¢d on consistent shipping schedules to all Southern territories for fall 
nd winter installation. Discriminating dealers may now avoid buying inferior qual- 


ty substitutes and return to the best fans ever made by HUNTER. 


UNTER FAN & VENTILATING COMPANY, INC. 


Factory: FULTON, N. Y. 
eneral Sales Offices: Memphis, 400 So. Frent St. Eastern Sales Office: New York, 92 Warren St. Westeri#eSales Office: St. Louis, 1706 Olive St 


Sales Offices: Sales Offices: 


ATLANTA 
CHICAGO 
DALLAS 
HOUSTON 

LOS ANGELES 
PHILADELPHIA 


BOSTON 
CLEVELAND 
DETROIT 
KANSAS CITY 
NEW ORLEANS 
PITTSBURGH 


~, Zephair Comfort 
Cooling and >I 
Commercial Ventilators 











ae at 
: 


“e 


ae ee 








The Westinghouse Combination Kitchen-Laundry 


Offers Retailers an ‘‘Exclusive’’ Promotion 


No development in electric appliance history volume of Westinghouse appliances and hom# 
ever received such enthusiastic acceptance as equipment. Practical help is ready in the forn) 
has the Westinghouse Combination Kitchen- of a complete local promotion which tief 
Laundry. Retailers have been quick to sense its in with the magazine and radio advertisin; 

tremendous cash register possibilities. By pro- now blanketing the country. Here’s what thi 

moting it they will be able to sell an increased promotion package includes: 


BEAUTIFUL WINDOW DISPLAY features Combination Kitchen-Laundry. Has three dimension cutout features. 





FULL COLOR CONSUMER FOLDER for duplicating the Combination Kitchen-Laundry. Construction, equipmet 
and wiring details included. 


JUMBO WALL POSTER reproduces in full color illustration shown in magazine advertisement. { Be 
4 ter 

WINDOW STREAMER invites prospects into retailer’s store for free planning folder. — 

¢ 1 ' 

of 










NEWSPAPER AD GUIDE contains complete ads as well as drop-in units featuring th) 
Combination Kitchen-Laundry. 





GET THE FULL DETAILS 


a: cask bee wee Guewy howse needs 
get esemetions rten Westinghouse 


ST LLIORES SIS eres ces MAKER OF 30 MILLION ELECTRIC HOME APPLIANCES ff 
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WESTINGHOUSE ELECTRIC CORPORATION © Plants in 25 Cities... Offices Everywhere » APPLIANCE DIVISION « MANSFIELD, OHIO :: 
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Tune in John Charles Uhomas. Sunday 2:30 EST., N.B.C. + Hear Ted Malone, Monday through Friday, 11:45 A. M. EST., American Broadcasting Company Ni 
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}. Simple construction ¢. Uniform thickness of Okoprene 









— 
a. No tapes or braids covering 
Ee b. No metallic coverings 3. Vulcanized in a continuous metal 
9 ee 2. Insulated by Strip Process mold 
a. Perfectly centered conductors a. Tough, dense covering 
b. Uniform thickness of Okolite b. Uniform vulcanization through- 
insulation out length 






























j ELECTRICAL PHYSICAL 
Okolite Insulation 1. No braids to rot 
a | - os 2. High moisture resistance 
ie ADVAN ee .. ame eo aye characteristics 3. Resists oil and solvents 
be, - Low specific inductive capacity 4. Resists acids, alkalies and corrosive 
i W 5. High current carrying capacity chemicals 


(758° C copper temperature) 





Non-flammable covering 
. Can be operated at 75° C 
. Unaffected by sunlight 

. Weatherproof 

. Long-lived 


in Operation 
Okoprene Covering 
1. Additional dielectric strength 
2. High surface resistance eliminates 
charging current drainage from sur- 
face of cable 
3. Ozone resistant 
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| ADUANTAGES.. 



















| 1. No potheads required 7. High abrasion resistance 
ti on 2. Easy to splice 8. High tensile strength sheath 
£ or | ns ta 1 ' i] 3. Light weight 9. Flexible at low temperatures 
4. Small outside diameter 10. No saturants to soften in heat or 
5. Smooth, snag-proof covering flake off in cold weather 
6. Easy to pull into ducts 11. Can be bent on small radius 


ymé 











f Because of its versatility and because of its low main- under widely differing conditions of operation. Among 
tenance, OKOLITE-OKOPRENE* is an excellent elec- the fields in which these applications have been found 
i trical cable for all-around service. Engineers can specify widely useful are the various branches of the metal- 
it with confidence in its performance record, as millions producing industries. 
of feet have been installed and have proved long-lived Install them in ducts . .. bury them directly in the 






earth...expose them to the elements, Okolite-Okoprene 
cables need no additional protection. Designed in all 
standard sizes and many colors for service up to 5000 
volts, they are simple to handle, splice and terminate. 

The principal advantages of Okolite-Okoprene cables 
are condensed above. Note that these include the elec- 
trical operating advantages of Okolite insulation and 
Okoprene covering. Bring your problems of electrical 
distribution to Okonite engineers. Pool your own expe- 
rience with theirs for the best results in the selection of 
insulated wires and cables. The Okonite Company, 
Passaic, New Jersey. 

















*Patent No. 2,312,058 
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1 Emergencies call for quick action. 2 Without delay, dispatcher calls 3 Repair crews get to the trouble 
truck closest to the trouble. 








quickly by the shortest route. 
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(46 2-way FM radio speeds repairs 


Whatever and whenever power disruption threatens, 
maintenance must get on that job—fast. 


G-E 2-way FM radio is a powerful 
coordinator that enables you to com- 
municate direct with your field repair 
crews and enables them in turn to 
communicate with each other. It is 
an important maintenance tool that 
will help you through every emer- 
gency and improve your service con- 
tinuity. It will give you effective 
communication day and night, 
through every kind of weather. 


Everything for 2-way radio 





In serving your radio communica- 
tion needs, General Electric offers 
you the same specialized attention 
you receive in your power distribu- 
tion and maintenance requirements. 
Call your General Electric sales engi- 
neer. He will have a specialist plan 
the most effective system for your 
particular installation, or write to: 

Electronics Department, 
General Electric Company, 
Schenectady 5, N. Y. 


communication 


GENERAL @ ELECTRIC 





Government regulations now permit new 
installations of 2-way FM radio for im- 
portant requirements of utility companies. 
Let your G-E representative help prepare 
your applications. 








Write for these booklets: ‘““G-E FM Com 
munication System Guide” gives you 
practical facts about the selection of 2-waj 
EM radio and will assist you in estimat- 
ing total installation costs. ‘“G-E FM 
Communication Equipment Catalog 
describes and illustrates the required 
units and equipment. 


163-74 
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4 Service restored. Truck on its way 
to next job. 
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) They’re calling it a reconversion 
miracle. Well, maybe it is. But mira- 
cle or no miracle, the fact stands out 
that Bendix has accomplished what 
it wanted to accomplish, by getting 
Bendix automatic Home Laundrys 
into its dealers’ hands, in quantity, 
at the very earliest possible moment. 


No dealer makes money on a fac- 
tory’s mere promises or good inten- 


ions.. It’s only when a job is done 


a F 
%. Nhat his pay-off comes. 


t That’s why it’s important to re- 
\ Maber that Bendix was first with a 


“a utomatic electric ‘‘washer’’; 
EN 


i demand for the Bendix has 
ged into the greatest pent-up 


tklog ever accorded any elec- 


STANDARD 
MODEL 


tric “‘washer’’, anywhere, any time; 


—that Bendix recently introduced 
another marvel in the Bendix auto- 
matic Home Ironer, which does a 
better job, on a greater variety of 
garments, and with more ease and 
simplicity for the operator, than any 
ironer ever before known. 


And now—here’s more history —in 
the fact that Bendix scores again in 
being “‘FUSTEST WITH THE MOSTEST.” 





Bendix Home Appliances, Inc., South Bend, Ind. Pioneers and Perfectors of the automatic '' Washer” 


| och. Home Laundry 
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THE WORLD’S FIRST 
JIGH-PRESSURE, “GAS-FILLED 


We Wie - 























Detroit Edison installation is the 
first under paved streets... seven @ 
miles of cable, joining Delray Gen- 
erating Station and Warren Street 1m 
Station, under seven main arteries, 
four railroad crossings, two Via- > 


ducts and four blocks of filled land." 
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' INSTALLATION or PIPE-TYPE, 
. CABLE”... 


After careful consideration of six com- 
petitive cables, Detroit Edison engineers four years ago selected 
high-pressure, gas-filled cable in steel pipes as most suitable for 


the underground transmission of 95,000 kv-a. 


It was chosen, after thoroughly investigating the relative dielectric 
and impulse strengths, ionization and power factors, thermal prop- 
erties, installation problems, cable movement, operating experience, 


and comparative costs of the six competitive cables. 





The design of High-Pressure Gas-Filled cable is based on the fact 
that the dielectric strength increases with increase of pressure and 
decrease of paper tape thickness. This principle is met by insulat- 
ing the conductors with thin tapes in the high stress region near 
the conductor and by maintaining these conductors under a ni- 


trogen gas pressure of 200 psi after installation in the steel pipe. 


General Cable engineers will be glad to acquaint you further 
with the pipe-type, high-pressure, gas-filled cable. 


GENERAL CABLE 


coqor;RePOQORAtTttA oOo mw 
“CP 
\S 


General Cable Corporation Sales Offices are located at Atlanta, Boston, Buffalo, Chicago, 
Cincinnati, Cleveland, Dallas, Detroit, Houston, Kansas City (Mo.), Los Angeles, New York: 
Philadelphia, Pittsburgh, Rome (N.Y.), St. Louis, San Francisco, Seattle, Washington (D. C.) 
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Whether it’s for a quick ane 
workmanlike joint, or for any of dozens of uses, 
an Electrical Contractor wants U. S. Security 
Friction Tape right within arm’s reach. Non- 
ravelling, straight-tearing, highly dielectric and 
strongly adhesive, Electrical Wholesalers say: 


“Play Safe-luse Security’ 


Make “Security” a regular item on the order 
pad. It pays its way many times over. 
Listen to “Science Looks Forward” — new series of talks by the 


great scientists of America—on the Philharmonic-Symphony 
Program. CBS network, Sunday afternoon, 3:00 to 4:30 E.S.T. 


UNITED STATES RUBBER COMPANY 


1230 Sixth Avenue * Rockefeller Center * New York 20, N. Y. 
in Canada: Dominion Rubber Company, Ltd. 


7/ SERVING THROUGH SCIENCE 
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a *924-20 


FormuLaTeD strictly in keeping with the JOHN C. DOLPH COMPANY'S policy of 
high quality insulating varnishes and compounds, SYNTHITE # 924-20 Clear Air-Drying | 
Varnish has added ‘‘new Laurels’’ to the already proven and tested DOLPH Line. . . . 
The following features, each one of a high degree, have been combined in SYNTHITE 
# 924-20 to give you the best performance possible in a varnish of this type. 


* FLEXIBILITY: A prime factor contrib- 
uting to the effectiveness of # 924-20 is 
the flexibility life. The following thermal 
shock test conducted according to gov- 
ernment specifications conclusively proved 
this feature. 


A copper strip, dipped in #924-20 and 
then air dried, was heated at a temperature 
of 85° C. for three hours. Next, the same 
strip was subjected to a temperature of 
minus 40° C. for three hours more. Allow- 
ing 1 hour recovery time, which made a 
complete cycle of 7 hours, the strip was 
then bent around a metal bar of a specified 
diameter. After the completion of five of 
these cycles, the film of # 924-20 had not 
lifted, and showed no signs of cracking. 


* ADHESION: In addition to possessing 
excellent bonding properties, SYNTHITE 


Clanish 
JOHN C. DOLPH COMPANY _ 


168 EMMETT STREET > 








# 924-20 affords a high degree of adhesion | 


to phenolic surfaces, mica, cambric, glass, 
asbestos, fibre board, sleeving, insulating 
paper and previously varnished surfaces. 


* RESISTANCE: The ability of SYNTHITE 
# 924-20 to resist the destructive action of 
oil and water was shown by the excellent 
results obtained in tests conducted by an 
independent laboratory. This varnish was 


b 


found to successfully resist the corrosive | 


action of salt spray, and actually surpass the 
requirements of various government spe- 
cifications for oil resistance. 


* SYNTHITE # 924-20 may be applied by 
either dipping, brushing or spraying, this to 
be governed by your own specific applica- 
tion. It will air dry on flat surfaces in 2 to 


3 hours, but may be forced dried if time is 


an important factor. 


Spevialsls 


NEWARK 5, N. J. 
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THE 
LINE 


Bony he 
DESIGNED FoR  “ 
EFFICIENCY AND 


hs aa POWERS’ engineering and experience in 
Seite, §=building line bodies for utilities all over 
~ America is yourassurance of well-designed, 
well-balanced equipment, properly arranged to carry i a 
all tools and supplies for construction and maintenance. safety and comfort 
In this model special attention has been given to crew 
accommodations. A roomy compartment in the forward 
part of the body seats 4 men, while 3 more ride in the 
truck cab. For real help in engineering your line 
bodies, write POWERS today. 


McCABE POWERS AUTO BODY CO. - 5902 .N. Broadway + St. Louis 15, Mo. 


ELECTRICAL SOUTH for NOVEMBER, 1945 





CHECK MODERN 4-WAY 
CIRCUIT PROTECTION 





Formerly, circuit protection meant one thing only — that too great a current opened 


But today — Westinghouse AB “De-ion” Circuit Breakers work for you in at least 4 


ways. The available special features add many more (shown in the chart). The 4 basic 


| the circuit. 
| kinds of protection found in all types are: 


MORE POSITIVE PROTECTION for circuits and 
machines. AB “De-ion” breakers “cal- 
culate” both current and time, to give 
greater safety. They give accurately 
calibrated, production-tested, auto- 


matic protection against severe over- 





loads and short circuits. 





2. PROTECTION AGAINST TIME LOST is a double 
benefit. First, AB “De-ion” breakers do 


not trip out for brief, harmless over- 


loads—hence, cause no unnecessary 


oy Za 
‘ stoppages. Second, when they do trip 
| + out, machinery goes back into opera- 
| r.' tion faster—by simply flipping a han- 
| dle. No waiting for replacements... 
| for special maintenance attention—to 
| waste manhours needlessly. 














3. PROTECTION OF PERSONNEL. Completely insu- 
lated enclosures are sealed to protect 


workers .. .to prevent tampering. 
Breakers cannot be bridged with nails 
or coins ... cannot be blocked closed. 


4. PROTECTION AGAINST FURTHER COSTS. One in- 
vestment is the final cost—for one 1n- 
terruption, or 1000. There is nothing 
to be destroyed ... nothing to be 


replaced. 





worms To Ramage 

For facts and figures on Westinghouse AB “De-10n” 
Circuit Breakers, ask your Westinghouse representa- 
tive for Descriptive Data 29-060. Or write for it, to 
Westinghouse Electric Corporation, P. O. Box 868, 


Pittsburgh 30, Pennsylvania. J-60610 


@ Westinghouse 


‘AB “DE-ION” CIRCUIT BREAKERS 
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FEATURES 


STANDARD 


FEATURES AVAILABLE | 
| 


SPECIAL 
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. 10, 15*, 20* 
Ampere Ratings 10-50 25, 3 s. 50 7 





70-225 125-600 














250 & 250 & 250 & 250 & 


A-C 
125 125 250 600 600 600 600 


Voltage Ratings 





125/ 125/250 125/250 125/250 125/250 
250 & 250 & 250 & 250 & 250 


} D-C 


Voltage Ratings None 125 





Underwriters’ Labora- 
tories Interrupting 5000 5000 | 5000 pre An ——o 10,000 10,000 
Rating (Amperes) 
NEMA 
Interrupting Capacity 5000 5000 5000 15,000 


(Amperes—a-c) 





15,000 25,000 








Quick-Make 
Quick-Break 
Mechanism 





9 
< 


Thermal Only 





Both 
Thermal & 
Magnetic 


Type of Trip 








FEATURES 


Interchangeable 


Ve 
Ve 





Noninter- 
changeable 


Adjustable 
Magnetic 
> Trip 
Nonadjustable 
Magnetic 
Trip 





Type of Trip Unit 





STANDARD 





8 8 8 @ 





Magnetic Trip 
Only 


Non Automatic 
Features 


*k 
Shunt Trip 
Attachment 

es 

Undervoltage Re- 

0 lease Attachment 

*+ 
Bell Alarm 
Switches 
> 





eeee<e@ @ @ 








4 
AVAILABLE 








FEATURES 


Auxiliary 
Switches 


9/9e 





Electrically 
Operated 


| Mechanical 

' Interlock 

i *The 15 and 20-ampere 1-pole E-frame breaker is approved by Underwriters’ Laboratories for 277 volts a-c. 
{Magnetic trip only—thermal omitted. 


** . ° ° ° 2,0 
These devices are mounted inside the breaker case, and require no additional space. 


SPECIAL 





8EBEBiEEEEEe6 
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CABLEWAYS 


These 5 advantages of 
TRANSITE DUCTS 
assure low maintenance 


i. Permanently smooth bore...long cable 
pulls and replacements are made easy. Danger 
of damage to cables is minimized. 


2. Easily and quickly installed...long, light- 
weight lengths and simple assembly method 
assure rapid, economical installation. 


3. Inorganic...made of asbestos and cement 
compressed under great pressure. This pro- 


‘ vides permanence and strength...makes these 


ducts immune to rust and rot. 


4. Immune to electrolysis... being entirely 
inorganic and non-metallic, Johns-Manville 
Transite Ducts are not affected by electrolysis 
or galvanic action. ; 


5. Incombustible...won’t contribute to the 
formation of dangerous smoke, gases, or 
fumes. If burnouts do occur, these inorganic 
ducts provide maximum protection to adja- 
cent cables and permit easy removal of dam- 
aged conductor. 


For complete details on J-M Transite Ducts, 
write for Data Book DS-410, Johns-Manville, 
22 East 40th Street, New York, N. Y. 


Johns-Manville 

















TRANSITE KORDUCT zbove—for installation in concrete. 
Thinner-walled but otherwise identical with Conduit. 


TRANSITE CONDUIT—for exposed work and for use un- 
derground without a concrete encasement. 


Patented 
Other Pats 
Pend. 


AUTOMATIC LOCK is positive. No need for extra locking 
devices. Lamp cannot fall out. Contacts cannot loosen. 
EASY insertion and removal. No twisting. No turning. No 
fussing to seat lamp in holder. FLEX-LOC does the work 
automatically. As lamp pins slide up to terminal holes, 
holder is flexed outward. As pins enter holes, holder snaps 
inward, internal spring returning to normal. 

PERFECT ELECTRICAL CONTACT — Newly designed, pat- 
ented terminals grip BOTH sides of lamp pins . . . make 
sure and positive contact. | 
Listed and Approved by 
Underwriters’ Laboratories Inc. 


Pat. Nos. 
2200443 
2228210 


Allow at least one minute to make above : 
on current. The storter automatically lights the new lamp. 
The life of the AUTOMATIC starter is many times greater 
than that of the average lamp. 
It saves maintenance costs and power consumption, pro- 
tects and insures longer life o# Mt pay and lamp. 
Certifie 
Electrical Testing apy Spec. 6 


Lloyd Policy Insures Quality 
LLOYD PRODUCTS CO. 


Providence 5, R. I. 
‘Branch Offices and Warehouses in 27 Leading Cities 
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LARGEST VOLUME 


COMMERCIAL CREDIT COMPANY 


BALTIMORE 2, MARYLAND 


Capital and Surplus more than $80,000,000 
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Don’t handicap tomorrow’s equipment gag @ 


with yesterday’s wiriag—.— oe 
| | 


It’s A FACT that inadequate wiringcan Make a note of it: Check wiring 
reduce equipment performance by plans! Call in your consulting or plant 





twenty-five to fifty per cent. This is power engineer—electrical contractor 

true right now—and think of your or power salesman. Let them help 
greatly expanded electrical future! match your wiring to future produc- | 
Remember, wiring comes first! tion hopes. Anaconda Wire & Cable 

Foresighted wiring based on future Company, Subsidiary of Anaconda 

needs—not tied to formulas of the past. Copper Mining Company. General 

It costs nothing to review your wir- Offices: 25 Broadway, New York City 4. 

\ ing plans now. But it may cost plenty Chicago Office: 20 North Wacker 

for shutdowns, teardowns to permit Drive 6. Sales Offices in Principal 

extensive alterations later. Cities. | sai 





Because of the basic importance of adequate wiring to the entire electrical industry, 
Anaconda is presenting messages like this in a wide list of national publications. 


Why pay for COMPLETE 
equipment then cut its 
performance with 

PART-WAY wiring? 


Re 





ne DOSER 


HELP BRING VICTORY SOONER 


Buy More war sonns «= SA ANACONDA WIRE & CABLE COMPANY 
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4 ND here’s why: the Trilmont electric heater works on 
an entirely new principle by producing “black heat” from 


non-radiant coils. 
Unlike most electric heaters, it heats the entire room—not 
just a spot. And its oversize, non-glowing coils will last 


indefinitely—no servicing required. It needs no fan, no 
moving parts to circulate a full volume of healthful warmth 


wherever auxiliary heat is wanted. 

Right now is the time to stock, display and se// the Trilmont. 
Write or wire for complete data and name of nearest 
distributor. 

Specifications: Width 19%”, Height 18%”, Depth 9%", 
120 Volts, 1200 Watts. AC or DC current. Weight 19 Ibs. 
Carries Underwriters’ approval. 


O.P.A. LIST PRICE IS $3300 
including cord set. 


95¢ EXTRA AT AND WEST OF THE MISSISSIPPI 


aii 
ARE LLOOO 


EEE LOE 


Pur-r-r-fect 
Comfort 


*i WOULDN'T BE WITHOUT 
MY TRILMONT HEATER” 


No need to tell the children 
“not to touch.” All four 
sides are always cool...no 
danger to your youngsters 
or to pets. 





Radiates a gentle penetrat- 
ing heat that warms but 
does not burn. No fans or 
noisy moving parts! Use 
itin any room! 





A life-time investment in 
appearance and comfort. 
Ivory-enameled to blend 
with walls and woodwork. 
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VENTILATING LOUVERS 
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. ALTERNATE MOUNTING 


POLYPHASE CABINETS 


( ATLANTA / 
Bia Sc, pF a 
MANUFACTURERS OF SWITCHBOARDS » PANEL BOARDS + SERVICE EQUIPMENT » METAL ENCLOSURES 
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with WESTONS ON ALL PRODUCTION 


TEST-STANDS AND INSPECTION EQUIPMENT! 


With the race for markets in full swing, electrical manufacturers are 
eliminating costly production bottlenecks by providing uniform depend- 
ability in testing procedure all along the line. From the inspection of 
purchased components right through to final product inspection, they 
insure accurate testing by using instruments they can trust. 

And it’s easy to insure measurement dependability at every step, 
because there are WESTONS for every testing need . . . including types 
for all special test-stand requirements, as well as a broad line of multi- 
range, multi-purpose test instruments. These compact, multi-purpose 
testers often afford new simplicity and economies in testing procedure, 
while assuring the dependability for which WESTONS are renowned. 

Literature describing the complete line of WESTON panel and test 
instruments is freely offered . . . Weston Electrical Instrument Corpora- 
tion, 686 Frelinghuysen Avenue, Newark 5, New Jersey. 


~ 


" - 
a 


> 


Weston 


* BUFFALO * CHICAGO * CINCINNATI * CLEVELAND * DALLAS ° DE 
° NEW YORK * PHILADELPHIA + PHO nL 


lh ion 








ALBANY * ATLA 
MINNEAPOLIS + NEWA 





——————— 





















ZZ GEL 7, 


ONVILLE » KNOXVILLE » LOS ANGELES - MERIDEN 
ESTER * SAN FRANCISCO * SEATTLE * ST. LOUIS » SYRACUSE 
ite Devices, Ltd. 
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for industrial extensions 
and rewiring jobs 


BRANCH WIRING 
TO UNIT HEATER 


4°5Q. JUNCTION BOX 
90° PULL BOX ELBOW 
90° ELBOW 
NIPPLE (LONG) 
’ NIPPLE (SHORT 
45° ELBOW 
TEE PULL BOX 
4 ey 4 WIREWA TF uc 
4 ey 4 WIREWA 2¢r ic 
4 sy 4 WIREWA Set 
WIREWA COUPLING 
BOX CONNECTOR COUPLING 
SLIP FITTING 


! END PLATE 


(sketch of a 4x4 WIREWA installation showing complete 
flexibility, simplicity and use of fittings.) A FEW MAJOR REASONS WHY THE NATIONAL 
ELECTRIC 4 x 4 SYSTEM IS SO POPULAR 


For housing of plant power systems and extension and re- 
wiring of lines up to 600 volts, specify National Electric 4x4 ® Maximum usable space permitting greatest 
WIREWA. Complet os tell minted ae eine a number of wires. 

€ ope Sond A ie , ® Ease of installation and accessibility for tap- 
16 square inches and permitting an unusually high degree ping, rerouting, etc., without disturbing exist- 
of flexibility and accessibility, this system has found wide ing installation. 


acceptance in a variety of plants. Write for descriptive “ae flexibility to meet specific local 
conditions. 


literature. National Electric also manufactures a complete : 
; ® May be mounted direct to wall or by means of 
line of wires and cables—famous for their long service and standard hangers suspended from the ceiling. 


Saving of space. 


National Electric Products Corporation 
Pittsburgh, Pa. 
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« Tifelld TODMYE tig list 


CHELSEA ventilating products are geared to the 
increased tempo of the South. The many designs 
—standardized for economy—offer ample diversity 
to meet every industrial and domestic need. In- 


(A)——TYPE ED 

GENERAL PURPOSE ATTIC FAN 
(B)——TYPE AP 

APARTMENT WINDOW VENTILATING FAN 
(C)——-TYPE EU 

PACKAGE ATTIC FAN UNIT 
(D)——TYPE MC 

PEDESTAL COOLING FAN 
(E)—-TYPE BB 

ALL-PURPOSE INDUSTRIAL FAN 


cluded are blowers, exhausters and ventilators for 
home, office, plants, and public buildings. All are 
ruggedly constructed for long, dependable service. 


For over 30 years CHELSEA industrial units have 
proven their ability to step-up production, lower 
costs and increase safety by removing hazardous 
fumes and providing adequate ventilation. In the 
home CHELSEA attic ventilators and kitchen 
exhausters make possible better, more enjoyab!e 
living. Inquiries are invited — descriptive liter- 
ature on request. 


STREET 
NEW JERSEY 


1206 Seo VE 
IRVINGTON 











U.S. ELECTRICAL 


<eo 8a, 


Serving Through Science 


UY) UNITED STATES RUBBER COMPANY 


1230 SIXTH AVENUE - ROCKEFELLER CENTER - NEW YORK 20, N. Y. 
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RARIN’ TO GO! 


Conditioned by four hard fighting years, U.S. Wires 
and Cables are back in civilian gear. 


Tough and reliable as they were at the start, they’re 
even tougher and more reliable today. 


The war experience proved the most valuable in all 
our wire-making history. Unpredictable developments 
in fighting methods demanded changes in almost every 
type of wire and cable. 


Under the spur of necessity, U.S. Rubber Tech- 

nicians met every challenge. The normal progress of 
many years was accomplished in a few. 
The Electrical Industry is now offered a new and complete 
line. We are ready to serve the Public Utilities in the broad pro- 
gram they are launching, the Electrical Manufacturer already 
at work on new products, the Electrical Engineer facing new 
problems. 


WIRES AND CABLES 


Listen to “Science Looks Forward” —new series of talks by the great scientists of America—on 
the Philbarmonic-Symphony Program. CBS network, Sunday afternoon, 3:00 to 4:30 E.S.T. 
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Bulletin 105 — ‘‘Little Giant Relay" sin- 
gle pole, single and double throw. Con- 
trols % HP on 115-230V. 


Bulletin 106—Midget Relays for light 
duty available in single and double pole, 
single and double throw. 


WARD LEONARD RELAYS include types and sizes for every application. 
They all have crisp action, are dependable and durable yet consume but 





BULLETINS TELL THE 
WHOLE RELAY STORY 


Bulletin 81— Intermediate Duty Relays 
in single and multipole arrangements, 
single and double throw. 


Bulletin 362 — Motor Driven Time Delay 
Relays for operation on alternating 
current. 


Bulletin 104 — Midget Relay for tight 
places—Vibration resistant—Double Pole, 
Double Throw — Available for 6 to II5 
volts A.C. or D.C. 


little current. Send for the data bulletins of interest to you. 


RELAYS * RESISTORS * RHEOSTATS 


Electric control devices since 1892 





Offices in all principal cities 


WARD LEONARD ELECTRIC COMPANY ° 37 SOUTH ST. 





Bulletin 131 and 132 — Heavy Duty Re- 
lays single and multipole, single and 
double, contacts rated up to 25 amp. 
on 125-250V. 


Bulletin 251— Sensitive Type Relays for 
direct and alternating current operating 
on .014 watts. 


Bulletin 351— Thermal Time Delay Re- 
lays with thermostat built into relay 
assembly. 


Bulletin 103 — Aircraft Power Relay. Sin- 
gle Pole, Single Throw for 24 volts at 25 
amps. D.C. Withstands high values of ac- 
celeration of gravity, shock, and vibration. 





VICTORY 
BONDS 
* » & 


MOUNT VERNON, N. % 


























| 22 ELECTRICAL SOUTH for NOVEMBER, 1945 








Build. a Successful Industrial Lighting Department. 


weth 
THE COMPLETE 


Mitchell 


i 


ndustry is lighting-conscious. Thousands of plants are 

a ready market for modern MITCHELL lighting. With the 
complete MITCHELL line, you can render a thorough light- 
ing service ... and get the business! Selling is easier 
pecause you bring your customers these positive benefits 
(1) Top lighting efficiency (2) Simpler installation (3) Lower- 
cost maintenance (4) Rugged durability (5) Wide choice 

of models. Back of you at all times are MITCHELL 
resources, advanced engineering ideas, certified quality, 
and strong selling aids. All this gives you a definite ecge 
on competition. All this helps you build a successful 


Tare lUrtastel Mite Lalilare mel] LelaiuraLe 


Makers of 
Industrial and Commercial Fluorescent Lighting Equipment 
Store Window Lighting ¢ Spotlights and Floodlights 
|DY-Xy a Keli] 0X Ma odo) fe] ©) (em (ele @elile ME Ke] 6) Celi] ok: 
Bed Lamps ¢ Ultraviolet and.Infrared Health Lamps 


Residential Lighting Specialties 
Each tells full story of 
industrial units . . . each 
builds sales. 


Mitchell Manufacturing Company 
2525 CLYBOURN AVENUE, CHICAGO 14, !LLINOIS 


West Coast Factory and. Sales Office: 1019 N. Madison Ave., Los Angeles 27, Cal. 
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THERE’S something about @ Shutlbrak Enclosed 
Switches that workers who use them like. Some 
tell us it’s the easy-to-spot red plastic handle and 
the feeling of safety it has. Others say it’s the 
split second speed of operation — even with a 
slow pull on the handle — that they like. Plant 
engineers tells us that they’re trouble-free and 
sturdy, and that’s the high- 

est compliment we strive to 

merit. 


Shutlbrak 


ENCLOSED SWITCH 


In capacities to fit every job from 30 
to 1200 amperes, for 250 volts AC 
or DC, and 575 volts AC, in 2, 3, and 
4 poles. For detailed specifications 
and prices, write for our 20-page 
Bulletin No. 70. 


The next time your plant needs operating switch- 
es, whether for on and off once a day or for 
continuous switching, ask your electrical jobber 
to show you the @ Shutlbrak. The switch with a 
faster than the eye shuttle movement... silver on 
copper contacts that actually improve with use 
-»»@@ Kamklamp pressure type fuseholders... 
and a fuse compartment that 
can only be reached when the 
switch is off. 
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as 


SALES APPEAL! 


In commercial lighting, attractiveness, 
high efficiency and low maintenance 
are the outstanding requirements. The 
two Spero fluorescent luminaires illus- 
trated are designed and engineered to 
meet these requirements. 








THE SPERO LVR LINE has aptly been termed “Masterpiece 
of Fluorescent Engineering.” Light from the four 40W tubes is 
shielded by evenly spaced egg-crate louvres. Reflecting surfaces 
are designed to eliminate trapped light — resulting in high 
intensity with low surface brightness. Louvres are hinged for 
easy cleaning and servicing of lamps. Plastic side pieces shield 


end tubes. 


THE SPERO CVG LINE meets the demand for a low-cost, 
glass shielded luminaire of smart appearance and high efficiency. 
Simplified design makes low price possible without sacrificing | 
quality. Panels of specially selected “Claralite” ribbed, ceramic | 
coated glass have 80% transmission factor and superior diffusing 
qualities. Glass panels are easily removed for cleaning and main- 
tenance. While unit is at its best with glass panels, it is de- 
signed for effective use unshielded, where desired. 


| — | andl 
ae er Both these fixtures are available with 


SPERO INSTA-LITE, providing instan- 
taneous starting and eliminating start- 
ers. Write for descriptive bulletins. 











A Dependable Source for Electrical Products 
In addition to its complete lines of industrial, commercial 
tionary and residential fluorescent fixtures, Spero offers reflectors, 
ero’s Revolutio ae wa flood lights, yard lights, vapor-proof units, cargo lights, 
Fluorescent Oe les weatherproof diecast sockets, surface cabinets, switch- 
The Victory Lighting Ju plates, outlet boxes and other installation equipment. All 
oi Regiment Armory Spero products are sold only through legitimate electrical 

be ni City wholesalers. 

Nov. 26 to 30, Inc. 


THE SPERO ELECTRIC CORPORATION 
18222 LANKEN AVE. * CLEVELAND.OHIO 


See Sp 
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“We're producing 
Refrigerators 
as fast 
as possible!” 



































OTPOINT Selective Dealers are in a preferred 
position to gain advantage in the days ahead VALUE FOR VALUE... FEATURE FOR FEATURE 


as Hotpoint swings into full peacetime production 


of refrigerators. Over 40 years of sound engineer- A GREAT REFRIGERATOR BUY! 


ing skill and progressive research have gone into | 


these new models. Not only has Hotpoint built in a host of efficient, 
Although markets are greatly expanded, buyers thrifty conveniences in this new refrigerator, but } 
are still value-wise. They will seek quality. Hotpoint every inch of it—from the famous Thriftmaster 
assures you the top quality which will please your Mechanism to the Calgloss enamel finish reflects 
customers. The new Hotpoint is worth waiting for! the top quality which has given Hotpoint a 40-year 
Edison General Electric Appliance Company, Inc. reputation for dependability. 








5614 West Taylor Street, Chicago 44, Illinois 





~~ 1, —_———_~1 








Dependability Assured by 40 Years Experience! 
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Here’s why Alcoa recommends... 
ARMOR RODS 


Conductors are pulled up 

tighter, when first in- 

stalled, than they will be 

after encountering storm 

loadings. Initial tensions are high, 

dropping off until the conductors 

assume their ultimate sags. Con- 

ductors work harder, therefore, dur- 
ing that stretching-in period, 

But a power line may be on the 


job for years—forever, in fact— 


without the conductors being loaded 
enough to take on their ultimate sags. 
Armor rods provide the reinforce- 
ment which conductors need to pre- 
vent fatigue failures from vibration. 

In addition, armor rods protect a 
line against abrasion, and flashover 
burns. They’re inexpensive assur- 
ance of long, trouble-free life. ALUMI- 
NUM CoMPANY OF AMmeERIcA, 2164 
Gulf Building, Pittsburgh 19, Pa. 








—, 








— -—- 
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Better Construction Today- 
Les Maintenance Tomorrow 


















































KEARNEY 
Bea SOLDERLESS 
CON-NEC-TITE 
For permanent solderless = 
connection with positive 
contact. Thread pilot } 
makes it easy to use, 
saves time, reduces costs. 
CON-NEC-TITES are 
rugged and weather re+ 
P sistant. Available for all 
= combinations of metallic Ai 
conductors. D 
an 
a | H 
Fu 
Re 
Re 
Sa 
Li 
Se 
“( 
KEARNEY Re 
TRIP-O-LINK Wi 
FUSE SWITCH Mi 
"| M 
Solves the low-cost main- . 
tenance problem, yet Ap 
furnishes thoroughly de- 
pendable protection, even Pr 
under severe conditions. j Ne- 
Unique construction as- ia 
sures good conductivity, No 
positive link separation, 
and exceptionally high Nev 
interrupting capacity. 
' 
i 
Cop 
= 
ae, 
L. ] 
L. | 
Ww. 
L. E 
st " : W. . 
ii “ } E. V 
oe acre . . . . . —_ y 
Ne INES? : : iv Dene So dom - ; | 
SS Se mae Nee Mpls ce ss = pee # b 
LATION AVE., SAINT LUY RaGCIaGqn FIant, AVIVE, VNIARIV - H Sour 
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AGAIN... 
a Friendly word to 
All Established 


Coolair Dealers 
... Past and Present 


If YOU want to handle Coolair Fans during 1946 you 
will profit by prompt action now! 


Demand for Coolair Fans for the coming year prom- 
ises to far exceed our production for 1946 even though 
we are increasing our volume as fast as materials and 
labor become available. 


Coolair Dealers, past and present, must send in their 
stock orders for 1946 promptly if they are to benefit 
under our Allotment Plan designed to assure our old 
regular customers as many as possible of the fans 
they need. 


Place your 1946 
stock orders now with 
your nearest Coolair 
agent or distributor or 
write us for informa- 


tion. 
* 

Part shipments on 
1946 stock orders will 
begin in January and 
will be made as nearly 
as possible in accord- 
ance with your request. 


* 


A FEW CHOICE TERRITORIES STILL OPEN! 





Write for our NEW 36-page GENERAL CATALOG and 
information about the COOLAIR franchise. 





AMERICAN COOLAIR 
CORPORATION... manufacturers 


3604 MAYFLOWER STREET 


JACKSONVILLE 3, FLORIDA 
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they're here! 





THE G-E “PACEMAKERS” IN REFRIGERATION! 











Here they are—and the opportunity is ready and 
waiting to turn handsome sales profits for you! 

The new, immediately available General Electric 
models now are off production lines—the 7-foot de luxe 
and the 7-foot standard—the models most eagerly 
sought today. asshown by exhaustive consumer surveys. 


G-E for ‘‘Firsts’’ 


Naturally any refrigerator line will sell just now. But isn’t it 
wiser to make your best bid for the future as well .. . by 
handling, from this point on, the refrigerator line that’s best 
for your business? 

R2member— G-E was first to produce the all-steel (no wood 

I 
parts) cabinet—finally adopted by the entire industry. 

Remember— G.E was first to install the famous “sealed in 
steel” unit—later copied by others. 

Remember— ().E’s byword is dependability of performance 
year after year after year (over a million refrigerators in 
use 10 years or longer). 

Remember— Experienced personnel plus pioneering in re- 
search—a G-E combination that has always meant the 
best in refrigeration first. 


LEFT 


G-E 7-foo 


t 
(Mode! 18-7) De Luxe 


oe 188.25, 
At Prices include F, 

“XCise 'T ‘tabs 
se Tax, Deliv, 
your home ay 
tection Plan 


deral 
1s TY to 
1d O-Year Pro. 


RIGHT 


G- 
ae Standard 
e! LB.7) $15] 

-50. 

All Prices incluc 

Excise Tax 

your home and 5. 

tection Plan is 


(M 


le Federal 





Let These Figures Point Up a Sales Moral for You 


In producing refrigerators from 1927 to 1944, G-E reduced 
the unit weight from 202 lbs. to 62. It niore than doubled 
refrigerating capacity. It more than halved current consump- 
tion. It increased ‘the ice freezing rate by almost 5 times. 


Other Big Advances Just Around the Corner 


And now—watch for new G-E models soon to be rolling to 
you. Models with ingenious new features and improvements. 
Models made throughout with G-E’s customary care, skill, 
and precision. Models that simply can’t help meaning spec- 
tacular sales for you! For it’s only logical that since G-E 
makes “the refrigerators that most people want most”. . . 
then G-E is the refrigerator that you want to sell most! 


GB Refrigerators 


“THE REFRIGERATORS MOST PEOPLE WANT MOST” 


GENERAL @ ELECTRIC 
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Adequate Wiring—Industry Opportunity 


ACK of adequate wiring stymies 
the entire electrical industry. 
Surveys indicate that repairs, remode!- 
ling, and redecoration are planned for 
thousands of existing homes. ‘The 
great majority of these homes do not 
have wiring installations adequate to 
permit the satisfactory operation of 
the many modern electrical appliances 
which soon will be available again. 

It is a difficult job, even under ordi- 
nary circumstances, to sell the house- 
holder on the need for adequate wi:- 
ing—the unseen channels of electric 
power. ‘The problem will be made 
many more times as difficult if the 
remodelling and redecoration now 
planned by thousands of home owncrs 
is permitted to seal up old-fashioned, 
inadequate wiring systems within the 
walls of these structures. 

Unless the electrical industry takes 
immediate steps to turn a greater share 
of home modernization work into elec- 
trical channels, thousands of homes 
will be barred from full use of electric 
service, retail sales of lamps and appii- 
ances will be limited, and electric light 
and power companies will not achieve 
their residential load objectives. 

These considerations lead to the im- 
portant conclusion that the Home 
Modernization Market is the electrical 
industry's FIRST market. Leaders in 
every branch of the electrical indus- 
try should join forces in a cooperative 
movement now to remove this barrier 
of inadequate wiring in existing 
homes. Here are a few simple reasons 
why this effort should take precedence 
over other plans and promotions at 
this time: 

(1) It is estimated that mass pro- 
duction of new homes is still some 
months away, pending full availabii- 
ity of building matcrials. 

(2) Restrictions on home remod- 
clling and repair have alrcady been 
lifted. ‘ 

(3) Electrical wiring and _ wiring 
materials will be available in quantity 
soon—ahead of many other structural 
materials, and ahead of abundant sup- 
plies of electrical equipment. , 


(+) Financing organizations are 
seeking cooperation from the electrical 
industry, as well as other industries, 
in their promotion of home modern- 
ization loans. 

(5) Public acceptance of, and inter- 
est in, electrical living are more favor- 
able than at any time in the history 
of the electrical industry. 

(6) Electrical modernization can 
be sold as a part of any home im- 
provement or remodelling plan as 
“The First Step in Home Moderniza- 
tion.” 

The industry can look for consid- 
erable help from the National Ade- 
quate Wiring Bureau. Anticipating 
the greatly accelerated promotional 
pace which is being set for all 
branches of the home building indus- 
try, the Plan and Executive Commit- 











New consumer folder prepared by 
National Adequate Wiring Bureau 
suitable for use by power com- 
panies, electrical contractors, elec- 
trical leagues or associations, or 
financial institutions. 
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tees of the Bureau have framed recom- 
mendations for a broad 1946 program. 

These proposals include develop- 
ment of special promotional materials 
for use by speculative builders who 
offer homes having certified adequate 
wiring; a promotional consumer cam- 
paign directed toward occt.pants of 
existing homes; an cducational pro- 
gram for home economics teachers 
which will be carried directly to these 
individuals; and a broad program of 
clectrical employee training on ade- 
quate wiring fundamentals. 

In addition, the Bureau proposes to 
participate again in the Convention 
and Exposition of the National Asso- 
ciation of Home Builders, to resume 
its publicity service to league and elec- 
iric light and power groups, to develop 
additional displays for use throughout 
the country, and to make available 
slide presentations on all phases of 
the program, so that any electrical in- 
dustry group may present a custom- 
tailored discussion of adequate wiring 
to whatever audience it chooses. 

One of the first actions of the Bu- 
reau has been the preparation of a 
consumer folder for use by electrical 
industry organizations. Entitled “Vi- 
talize Your Home—The First Step in 
Home Modernization,” the foldcr 
shows the relationship between elec- 
trical modernization and all phases ot 
home modernization to families con- 
templating home improvements; it 
will serve to develop cooperative rela- 
tionships with home financing insti- 
tutions desiring to obtain home mod- 
ernization business; and it will aid the 
piomotional efforts of the electrical 
contractors. 

The folder is attractively printed in 
two colors. It poses the question for 
the home owner, “Are You Plan- 
ning—” to redecorate, to refurnish, to 
have another radio or television, t» 
add a room, or wing, to modernize the 
kitchen, to add a breakfast nook, to 
streamline the laundry, to add a 
workbench, to install an electric range, 
to install a new heating plant, to in- 
stall an automatic washer, to air con- 
dition your home? After each such 
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inquiry there is a brief statement show- 
ing the importance of adequate wiring 
in connection with such addition or 
modernization. 

Flexibility of use of the folder is 
obtained by providing a special mes- 
sage on the back cover according to 
whether the folder is to be used by 
an electrical contractor, a finance or- 
ganization, or an electrical league. 
The cost of the folders is nominal. 



















































The Present Opportunity 

A number of different factors add 
up to make the present time the most 
opportune for the promotion of ade- 
quate wiring. Prospects have the 
money, materials are available, and the 
need is great. On the other hand, it 
the electrical industry does not recog- 
nize this immediate opportunity, it 
may awake to find that the selling job 
is made tremendously more difficult 
when appliances, automobiles, and a 
host of other desirable items become 
available in sufficient quantity to in- 
crease competition for the consum- 
er’s savings. 

Promotion has already been started 
in many localities. In a large city, the 
electrical association has entered inta 
a cooperative promotion with more 
than 30 financing institutions, to en- 
courage electrical modernization plans 
among the latters’ clients. 

A utility company serving a rural 
and semi-rural territory has recruited 
“home improvement specialists” from 





Fixed lighting, portable lamps, 
and the meny other electrical de- 
vices, used all through the house 
each hour of every day, require at 
least one genera! purpose circuit 
(15 Amperes) for each 500 squere 

’ feet of floor area. Does your home 
heve enough such circuits? ; 


ARE YOU PLANNING .. 


@ Te Redecorate? The beauty and charm of redecora- 
tion can be multiplied by o few changes or additions 
to the home's fixed lighting. 


@ To Refurnish? Avoid spoiling the new furniture ar- 
rangement with unsightly, unsafe tangles of extension 
cords. More duplex convenience outlets are the answer. 


@ To Have Another Radio—or Television? Be sure 
the convenience outlets are at hand. For television, or 
"F-M" radio, arrange for installing o channel to corry 
the antenna leads. 


@ To Add a Room or Wing? When having electrical 
work done for this addition, it will cost little more to 
modernize the home's entire wiring system, adding 
circuits, outlets and switches, os needed. 





among its home service staff. ‘Thor- 
oughly trained in home wiring funda- 
mentals, these specialists are helping 
customers make plans now for electri- 
cal modernization. 

In another city, a contractor-dealer 
with the assistance of the utility com- 
pany’s wiring representative, is classi- 
fying wiring modernization jobs with- 
in approximate cost brackets in order 
that he may offer electrical moderniza- 
tion “packages” to home owners. 

Another utility company, serving 
semi-rural communities, is developing 
an organiaztion of adequate wiring 
specialists, in order that the company 
may devote its primary effort to im- 
proving wiring installations in existing 
homes. 

The proprietor of a small electrical 
shop in an old residential section of 
a medium-sized city has looked for 
gold in his own backyard—and found 
it! He has grossed a total of $10,000 
in new business by selling wiring mod- 
ernization to customers who dropped 
into his store to buy lamp bulbs, ex- 
tension cords, replacement switches, 
etc. 

These customers were logical pros- 
pects for wiring modernization be- 
cause of the age of most buildings in 
the community, and he was successful 


Inside pages of folder entitled 
“Vitalize Your Home.” 


ARE YOU PLANNING .. 


@ Te Medernize Your Kitchen? Connect the new con- 
venience outlets to an extra appliance circuit, and thus 
get full speed from all your kitchen appliances, elimi- 
nating “blinking” lights, when motor appliances stort. 


@ Te Add @ Breakfast Nook? Convenience outlets, lo- 
cated at table height, will be needed here, too, for 
the toaster, coffee-matker, woffle iron, and the like. 


@ Te Streamline the Laundry? Washing and ironing 
equipment need their own wiring circuit, in order to do 
their best work, and to prevent wash doy from inter- 
fering with the use of other appliances. 


@ Te Add a Workbench? A wiring circuit and conve- 
nience outlets here will keep the rest of the house from 
suffering when electric tools ore being used 
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in interesting many of them in having 
an electrical survey made of their 
homes. 

His surveys disclosed that many 
homes in the neighborhood which had 
been converted into apartments and 
rooming houses were full of unauthor- 
ized, unapproved electrical extensions, 
resulting in woefully inadequate elec- 
tric service and presenting serious fire 
hazards. 

By developing a sales story built on 
the advantages of adequate service, cir. 
cuiting and points for utilization and 
control, he wired over 200 houses at 
an average of $50 per job. As a result 
of this campaign carried on during 
the last year vr two of the war, he 
not only increased his gross income 
by $10,000, but he has created a fu- 
ture market for the sale of electrical 
appliances and equipment. 

The problem is essentially one of 
education. Many light and power 
companies in the South have made 
good progress in this direction. For 
example, the Mississippi Power and 
Light Company has promoted a series 
of “farm wiring chats” in collabora- 
tion with county and home demon- 
stration agents. Organized as infor- 
mally as rural sewing bees and over- 
the-fence sessions on harvesting prob- 
lems, small groups of farmers and their 
wives are currently learning the ins 
and outs of wiring and its effects upon 
the business and domestic aspects of 
farm life. 







Meny modern applionces require 
individual circyits. Even though 
only one or two such appliances 
cre to be installed immedictely, 
it will be economical to hove the 
home's wiring system mode ade- 
quate now, by enlarging the en- 
trance for electricity, and adding 
circuits for the permanent equip- 
ment, to be installed later. 













ARE YOU PLANNING... 


@ To Install an Electric Range? Hove the wiring done 
before decorating the kitchen. It will save time, trouble 
ond expense later on. This goes for a dishwasher, and 
gorbage disposal unit, too. 

To Install a New Heating Plant? All automotic 
heating equipment requires o special wiring circuit, to 
operate controls, motors, and blowers. 


@ To Install an Automatic Washer? It should hove its 
own wiring circuit. At the same time, wiring can be 
edded for the electric water heater, and a home 
freezer, at little extra cost. 

@ To Air Condition Your Home? Whether you instoll 
complete cir conditioning or on attic fan, your home's 
wiring should be modernized. Ether system requires 
edditionel wiring. 
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‘This program includes all-day meet- 
ings in individual farm homes where 
wiring inadequacies can be most force- 
fully demonstrated. ‘The sessions be- 
gin with an explanation and discussion 
of electrical service, electrical terme, 
etc. The group is then subdivided: 
the men, led by the county agent and 
power company representatives, dis- 
cuss outside wiring, wiring for barns, 
poultry houses, and hay drying; while 
the women, under the guidance of the 
light and power company’s home serv- 
ice adviser, cover the house from at- 
tic to cellar discussing anticipated ad- 
ditions to the electrical equipment, 
proper placement of additional out- 
lets, etc. 

The plans developed through this 
all-day discussion are then left with 
the farm owner for use in discussing 
the proposed improvements with his 
electrical contractor. The power com- 
pany reports that these meetings have 
been most effective in getting proper 
wiring into farm homes. 

The Alabama Power Company has 
approached this problem by holding 
one-day educational courses for coun- 
ty extension workers on the funda- 
mentals of adequate wiring. The 
courses were received enthusiastically 
by extension workers. Eleven meeting 
places were selected and county agri- 
cultural workers from all 53 counties 
attended. 

The courses presented the funda- 
mentals of electricity and their rela- 
tion to wiring, the distribution cf 
electricity, farm wiring plans and 
materials, and the location of con- 
venience outlets in the farm home. An 
unusual feature of the course was that 


Don't "bottle 
up" on inade- 
quate wiring 
system inside 
the walls of 
your home! 
When plan- 
ning home im- 
provements, put “Electrical Moderniza- 
tion" at the top of your list. 





Electrical wiring materials will be 
abundant ahead of many other materials 
and equipment. Take advantage of this, 
and Vitalize your home first. 

Let us check your wiring system, and 

d the imp ts which will 
assure your home of an adequate supply 
of electrical energy, for all your present 
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Three different imprints for back 
cover make the folder suitable for 
distribution by electrical contrac- 
tors, local electrical leagues or as- 
sociations, or finance companies. 


it did not include lectures alone but 
combined them with laboratory exer- 
cises and discussions in which the 
county workers themselves _ partici- 
pated. The laboratory work included 
problems relating to types, sizes and 
capacities of conductors, problems to 
determine proper wire sizes, compari- 
son of 120-volt and 240-volt service, 
types and function of fuses, study and 
making of wire connections, study of 
switch circuits. 

Programs are now being worked out 
for carrying the same information to 
the farmers in the different counties. 
This will be a cooperative effort on 
the part of the power company, the 
extension workers, the rural coops, 
and other agencies that are interested 
in the program. 


Design for Safe 
Electrical Living 


SET of basic standards to elimi- 

nate hazards in planning, build- 
ing, or remodeling homes has been de- 
veloped by the National Safety Coun- 
cil and an advisory committee of tech- 
nical authorities. 

The Council has invited the use of 
these standards by home owners and 
prospective home owners, architects, 
builders, manufacturers, public serv- 
ice companies, and all others con- 
cerned with the planning, building 
and financing of safe homes. 


ELECTRICAL SOUTH for NOVEMBER, 1945 


With reference to the electrical in- 
stallation, the basic standards suggest 
that the wiring, the number and lo- 
cation of outlets, and the acceptabil- 
ity of appliances and equipment, 
should follow the requirements of the 
National Electrical Code, and the 
recommendations of the Adequate 
Wiring Bureau and the Underwriters’ 
Laboratories, Inc., except as modified 
by local ordinances. In addition, thc 
standards include the following recom 
mendations: 

(1) Lighting 

Sufficient lighting outlets should be 
provided. Multiple-control switches 
should be used at entrance and exit of 
main rooms and on all stairways. Bare 
fixtures, causing glare and temporaty 
blindness and low-hanging fixtures 
should be avoided. 


(2) Grounding 

The grounding of portable home 
electrical appliances, in order to avoid 
shock hazards, is difficult under pres- 
ent conditions of installation and 
manufacture. 

It is strongly urged, however, that 
protection against washing machines 
becoming “alive” be achieved through 
installing a ground wire from the 
frame of the washing machine to the 
nearest water pipe. A battery clamp 
may be used to attach the ground wire 
to a water pipe. With such protec- 
tion, any insulation breakdown will 
be reflected at once by the blowing 
of a fuse. 

Electrical appliances should be far 
enough away from water faucets or 

(Continued on page 94) 
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FROZEN FOOD UNITS 


FOR HOMES AND 





Home Freezer Units Promised 
In All Sizes and Shapes 


ROZEN FOOD. locker installa- 

tions in apartment buildings and 
for operation in conjunction with 
meat markets, food stores, filling sta- 
tions, and many other types of retail 
establishments are expected to boom 
on a nation-wide scale as soon as ma- 
terials are available for the manufac- 
ture of suitable equipment. 

This was predicted recently by 
spokesmen of the mechanical refrig- 
eration industry who pointed to the 
“trend toward small locker plants” 
which had gained considerable head- 
way before the war but which was 
interrupted by wartime restrictions. 

The building of these additional 
locker facilities will be a part of the 
expansion of the locker plant industry 
itself, which now includes more than 
6,000 plants serving 25 per cent of 
America’s farm families. It is believed 
that 5,0C0 more plants will be con- 
structed within the next five years. 

Officials of the Refrigeration 
Equipment Manufacturers Association 
forecast that most of the apartment 
building and store operated locker 
facilities will include from 150 to 250 
individual compartments for the stor- 
age of frozen foodstuffs. The average 
large community locker plant now 
contains twice that many compart- 
ments or more. 
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Localized or neighborhood frozen 
food facilities probably will gain their 
greatest popularity in the larger cities, 
REMA members report, while separ- 
ate locker plants will continue to 
serve smaller towns. In both cases, the 
lockers will serve as adjuncts to home 
frozen food units and will be prin- 
cipally for the storage of larger quanti- 
ties of foods than can conveniently 
be kept in the home. 

“Early in the war,” one REMA 
official said, “the government halted 
the building of frozen food locker fa- 
cilities except for complete plants 
serving smaller communities. Now all 
restrictions have been lifted, and we 
expect the construction of frozen food 
lockers in apartment buildings and 
the resumption of the trend toward 
similar facilities in or as an adjunct 
to butcher shops, groceries, other food 
stores, filling stations, general stores, 
creameries, ice plants and, in fact, all 
other points where people assemble 
for buying purposes.” 

The Refrigeration Equipment Man- 
ufacturers Association, which includes 
more than 80 producers of all types 
of refrigeration and air conditioning 
parts, complete units and complete 
systems, also called attention to the 
spectacular growth of the frozen food 
packing industry as further evidence 
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of the demand for additional frozen 
food storage facilities. Before the war, 
it is reported, there were only a hand- 
ful of packers of frozen foods. To- 
day, there are more than 800, and 
some forecasts say that the number 
will reach 2,000 in the next few 
years. 


Demand for 1,000,000 Units 


Today, in addition, there is an im- 
mediate demand for 1,000,000 home 
and farm frozen food units, REMA 
declares. Many a homemaker is ask- 
ing herself how these new units will 
fit into her kitchen as she reads 
more and more about frozen food cab- 
inets and hears frozen foods become a 
livelier and livelier topic of discus. 
sion at her bridge club and among 
her neighbors and friends. 

Despite the great number of sizes, 
types and makes of frozen food units 
soon to be introduced, the problem , 
will be not at all perplexing and the | 
answer to the question is relatively | 
simple. It can, in fact, be summed 
up in a few words, something like 
this: 

“Consider the size and shape ot 
your kitchen and the space available. 
Figure how much food you want to 
freeze yourself and how much you 
want to store in your own home. 
Then, look over the frozen food cab- 
inets that will be available and you | 
will find one or more that will meet [| 
your individual requirements precisely 
—in terms of style, arrangement, size, 
and convenience.” 

If you live in an apartment, REMA 
predicts, you will be able to buy a 
frozen food cabinet as small as four § 
cubic feet in capacity (the average 
domestic refrigerator’s storage space 
is about seven cubic feet). If you want 
a really big unit—something designed 
principally for farm or country homes 
—you will have available large “‘walk- 
in coolers” with capacities up to 150 
cubic feet. In between, there will be | 
an almost unlimited range of sizes [ 
and capacities. 

In shape and design, the new home 
frozen food units will fall largely into 
two classes—upright front opening and 
horizontal chest type. Upright models 
will look much like the domestic me | 
chanical refrigerators of today and 
some of them will be designed to 
serve as companion pieces to these | 
\efrigerators. ; 

Chest type models will be about § 
table height, having one or more 
lids, according to their length. Some 
makers believe that such units, not [ 
being used as frequently as ordinary | 
refrigerators, will be unusually popular | 
because, with the lids closed, the flat 

(Continued on page 94) 
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Home Appliances Get Emphasis 


In Furniture Store Plans 


I ‘THE RETURN of electrical ap- 

pliances to the market were to 
come in a sudden big rush, without a 
day’s notice, there is one store in New 
Orleans which believes itself able to 
do a job of merchandising this flood 
of articles without a moment’s confu- 
sion or a dropped selling stitch. 


It won’t happen that way, but if 
it did the big Kirschman’s furniture 
store in New Orleans would be ready 
for it. Kirschman’s appliance selling 
plans have been mulled, discussed, and 
perfected during the long “‘appliance- 
less” war years. ‘Today, Kirschman’s 
forethought in preparing its selling 
plans well in advance is paying the 
store off in smooth operation and 
pepped-up selling opportunity. 

Directed by Merchandise Manager 
Bernard A. Weil, the furniture store’s 
appliance plans are complete down to 
the last selling appeal to be used. They 
extend not only to handling the first 
rush buying jag, but well into the 
future when appliances will return to 
a buyer’s rather than to a seller’s mar- 
ket. They are designed to do a long 
range merchandising job. 

Kirschman’s is one of the largest 
furniture houses in New Orleans. 
Located far downtown in what was 
first termed an “impossible” location 
by scoffing competitors, Kirschman’s 
does one of the Crescent City’s lar- 
gest dollars and cents volume figures 
in house furnishings merchandise. The 
know how Kirchman’s has picked up 
im selling itself and its out-of-the-way 
location, as well as its goods, is a big 
factor in the smoothly operating post- 
war appliance scheme. 

Before the war, appliances, while 
featured along with furniture, drap- 
eries, housewares, china, and other 
home items, were far from being 
considered the store’s best sellers. Now 
that the war is over, however, Kirsch- 
man’s envisions electrical goods as one 
of its most important lines. This is 
based on long range plans, not merely 
on the first rush of pent-up demand 

uying. 

The appliance department formerly 
had an off-in-the-corner location, indi- 
cative of the importance Kirschman’s 
executives then attached to it. Appli- 
ances were “also advertised”—on a 


small scale compared with the selling 
effort that was put behind other 
Kirschman’s merchandise. 

Especially neglected in the prewar 
days were minor appliances. Where 
some high pressure effort did go into 
major appliance selling, the minors 
were almost left to sell themselves. 
They were the stepchildren of the 
store’s merchandisers. 

With the return of electrical goods, 


however, things are going to be very 
different. | Kirschman’s executives 
have recognized that appliances, if 
merchandised on an all-out basis, can 
be productive of great volume figures 
—and can pep up their furniture sales 
as well by bringing new traffic into 
the store. 

Realizing all this, Bernard Weil 
and other Kirschman’s executives laid 
their plans during the scarce years to 
reap a vastly increased harvest of dol- 
lars from their postwar appliance de- 
partment. Carefully worked out 
during the war years, the appliance 
selling blueprint is ready to be put 
into effect. Its details and angles have 
all been smoothed out well in advance 
of the time when a lack of smooth- 
ness could cause selling headaches. 

First on the list of measures to be 
taken for increasing long range ap- 
pliance volume figures is a new depart- 
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that here, after Victory, you will 
find chat dreams do come true. . 
We will have something special to show you .. . ae new 
Leonard Home Appliances! 
‘They'll be the Gnes: appliances you've ever seen : .. their 
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of that dream kitchen you've wanted and waited for so loug. . 
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Kirschman’s, of New Orleans, will handle a complete line of household 
appliances. Much of the promotion will center about complete groups of 
appliances such as this advertisement featuring electric kitchens. 
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ment set-up. Mr. Weil has allotted 
all of the spreading Kirschman’s street 
floor to electrical appliances. 

The floor will be departmentalized, 
with space alloted to each appliance 
line. Refrigerators, for example, will 
occupy a prominent position near 
the store’s main entrance. Radios, 
washing machines, vacuum cleaners, 
and two items new to mass consumer 
selling will each have a department 
set aside. 

The two new lines, which Mr. 
Weil is expecting to give a heavy shot 
to his appliance cash register, are 
home freezer storage units and pack- 
age air conditioning for individual 
homes and offices. The war built up 
a demand for these, says Mr. Weil, 
and he looks for a big masket for them 
in New Orleans. 


Whole Floor for Appliances 


An entire section of the expanded 
street floor department will be de- 
voted to minor appliances. The store 
expects to do an important job with 
them. Point two of the Kirschman’s 
appliance blue print, in fact, concerns 
minors. 

In addition to giving them ample 
selling space, the store will give the 
same intensive push to putting across 
sales for electric irons, toasters, waf- 
fle irons, and all the scores of myriad 
minors that it gives to its refrigerator 
and washer sales. 

Mr. Weil plans running large news- 
paper ads regularly, often devoting al- 


most an entire page just to minor ap- 


pliances. They will be advertised 
sometimes alone, sometimes with re- 
lated goods such as housewares. Ad- 
vertising for minor appliances will also 
run in the house-to-house delivered 
circulars that are a big business boom- 
ert for bringing customers to Kirsch- 
man’s out-of-the-way location. 

“Sell a five dollar iron twenty times, 
and it’s as important as selling a one 
hundred dollar washer once,” believes 
Mr. Weil. 

Detail three of the blueprint is the 
decision on appliance lines to be fea- 
tured. Although they’re not ready to 
announce each brand name, Kirsch- 
man’s executives stress the fact that 
they will sell “multiple lines of every- 
thing”—and that they’re already lined 
up and ready to go with their dealer 
franchises. 

The store recently ran five column 
newspaper ads plugging their unit kit- 
chen line. 

“A special message from Kirsch- 
man’s to a woman in love with a 
dream kitchen,” headlined the ad. 
Shown in it were sketches of a unit 
kitchen set-up and of the individual 
items. 
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Detail four is the appliance adver- 
tising appropriation—which is already 
set aside for promoting electrical 


merchandise sales. Making sales dur- 
ing the first few months after appli- 
ances stream back will not be diffi- 
cult, Mr. Weil realizes—his appropria- 
tion is for engineering sales after that 
first demand has been satisfied. 

Point of purchase advertising— 
store displays—are an integral part of 
the Kirschman’s blueprint under this 
heading. Recognizing that newspa- 
per and other “outside” advertising 
can only bring customers into the 
store, where the real selling job must 
be done, Mr. Weil has already worked 
out his display system, 

It will be a powerful affair. Each 
line — in its own department — will 
have its own displays, and the entire 
appliance floor will be designed for 
maximum selling opportunities as well 
as maximum customer convenience. 

“We want displays that will hit our 
customers just as the B-29’s hit 
Japan,” says Mr. Weil. “Our appli- 
ance floor must make every square 
inch a selling space.” 

How to allocate the first trickle of 
appliances that come before the full 
stream is detailed under point five. 
Kirschman’s problem is to make as 
many friends as possible and as few 
enemies by this very touchy opera- 
tion. 

Rather than give customers prior- 
ities—and risk the ill will that can 
crop up when Mrs. Smith gets her 
refrigerator in advance of Mrs. Jones 
—Weil has determined to hold off 
selling until he has a sufficient stock 
to meet at least a reasonable part of 
the demand. 

“We'll miss a few sales that way,” 
he says, “but we'll make a minimum 
number of consumer enemies. Our 
idea in building this expanded depart- 
ment is to make it a long range propo- 
sition. We'd rather miss a few hun- 
dreds—or even a few thousands of 
dollars off the bat than risk making 
enemies of the customers we’ll need 
tor continued selling over a long pe- 
riod.” 

Detail six of the blueprint is the 
only incomplete point. It is incom- 
plete necessarily because it concerns 
credit arrangements. 

“We've always done a big credit 
business; it has been one of our main- 
stays,” explains Mr. Weil. “Credit 
is going to be one of the most im- 
portant selling points in appliances 
again, when today’s inflated purchas- 
ing power subsides. But how are we 
to plan the credit arrangements we'll 
offer customers until we know what 
changes will be made in the govern- 
ment credit regulations? This is a 


most important point to us which 
we'd like to have settled as soon as 
possible. 

“But one thing is very certain: 
credit is going to be just as important 
in mass appliance selling now as it was 
before the war.” 


Service Customers 


Make Best Prospects 


‘USTOMERS with the toughest 

: service problems make the best 
prospects for new appliances. They 
will buy from the place that gives 
them the best service. They will re- 
spect the statements and the judgment 
of the service company. They cannct 
be weaned away or cajoled into buying 
from someone else on nearly equal 
terms. The reason is this—they have 
been through the mill and know what 
troublesome things refrigerators, for 
instance, can be when they are hard 
to service or nearly worn out. 

E. W. Perkins, owner of the Per- 
kins Radio and Refrigerator Service, 
515 West Broad Street, Richmond, 
Va., has been making a specialty of 
taking care of tough service problems 
for customers who have been passed 
along from one service man to an- 
other. 

As in all territories, there are a lot 
of orphan refrigerators being used, and 
service departments are mostly com- 
pletely occupied with servicing equip- 
ment that they sold. 

“All these orphans are prospects for 
new equipment,” Mr. Perkins said, 
“and we might as well face it, but 
most of the time they get the worst of 
the deal in trying to get service. 

“Some of these orphan refrigerator 
owners,” Mr. Perkins continued, “have 
been told that they bought the wrong 
box in the first place and consequently 
can’t expect them to service it. 

“We didn’t sell them either, but 
we’ve been keeping them going in 
every way that we can and we are 
sure that nine out of ten of these cus- 
tomers will buy our product when we 
have them on display again.” 

Perkins Radio and Refrigeration 
Service are remodeling their store for 
the display of refrigerators, washing 
machines, room coolers, and radios. 

His prospect list will be made up of 
his old customers. Credit standing 
and purchasing power will be checked 
before selling starts so that when the 
time comes they will know just what 
can be sold and what the prospects 
are for the contract being paid out on 
time. In this manner, every sale will 
be based on sound business principles. 
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ACTORIES are beating the na- 

tion’s swords into plowshares. 
The public is waiting avidly to buy 
all the things the factories will pro- 
duce. So why does the government 
retain its controls on their prices? 
Why does it maintain that reconver- 
sion pricing is needed? And what is 
reconversion pricing? 

One of the most important objec- 
tives of the much-discussed Recon- 
version Pricing Program is to avoid a 
repetition of the smash that followed 
on the heels of World War I. 

That smash plunged 105,996 busi- 
nesses into bankruptcy, turned 1919 
corporation profits of nearly $6,500,- 
000,000 into a 1921 loss of $55,000,- 
000, making a total loss of $6,555,- 
000,000, threw an additional 5,600,- 
000 workers into the ranks of the un- 
employed, shrank factory payrolls 
44%, and lost 450,000 farmers their 
farms through mortgage foreclosure. 

But equally important are the par- 
allel objectives of Reconversion Pric- 
ing to maintain needed price and cost 
controls, to help clear the way for 
mass production, to help safeguard 
the foundation for mass markets, to 
help lay the basis for full employ- 
ment, and finally, and most impor- 
tant of all, to enable the prompt 
and quick removal of all price con- 











By Alexander Harris 


Regional Administrator, OPA 
Atlanta, Georgia 


Regional Offices of the Office 
of Price Administration are being 
flooded with requests from busi- 
ness men for information on Re- 
conversion Pricing. This special 
article by Mr. Harris will provide 
electrical wholesalers and dealers 
with a condensed, factual explana- 
tion in non-technical language. The 


accompanying chart presents a 
graphic explanation of the manu- 
facturers phase of reconversion 
pricing. 


trols as soon as supply and demand 
get back into balance. 

In the wholesale and retail fields, 
surveys indicate that for the balance 
of 1945, and in 1946, the level of 
sales will be even higher than they 
were in the record year of 194+. 
The ratio of net profits to retail 
sales in that year rose to 12% from 
the 142% of 1936-39. 

Increased manufacturing costs will 
be absorbed out of these expended 
profits on only a very small percent- 
age of items under the Distributive 
Absorption Plan. 

On large items, such as refrige:- 
ators and washing machines, absorp- 
tion will not be carried beyond the 
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point at which retailers can earn 
the margins they actually received in 
peacetime. 

And even on the small percentage 
of items on which further absorp- 
tion is required, it will not be re- 
quired beyond the point at which 
mark-ups cover the cost of handling. 

To allow all manufacturing cost in- 
creases to be passed on automatically 
to the retailer and then to the ulti- 
mate buyer would amount to a head- 
long plunge toward the same chaotic 
conditions that followed World 
War |. 

For consumers, it would mean need- 
less costs of billions of dollars. For 
retailers, it would mean vast losses on 
inventories as soon as the inflation 
bubble burst. For manufacturers, it 
would mean lost markets for the goods 
they produce and consequent halted 
or curtailed production. 

Then the nation would look again 
on a cycle of business failures, un- 
employed workers, farm foreclosures, 
shrunken earnings and lost profits. 

To the small or intermediate re- 
converting manufacturer, faced with 
increased materials and parts costs, 
and increased basic wage rate sched- 
ules, plus the necessity for establish- 
ing new ceiling prices, the distinctive 
feature of the program is the absence 
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of “red tape.” In effect, it tells him 
to set his own prices, according to an 
established formula, and unless he is 
notified to the contrary by OPA, his 
prices stand. 

Large reconverting manufacturers 
need a prior OK from OPA before 
they begin selling at their adjusted 
prices. 

The pricing formulae for each of 
three classes of manufacturers grouped 
according to annual sales volume, are: 

(1) Manufacturers expecting gross 
annual sales of less than $50,000 take 
their total current production costs, 
add either their own profit margin 
for the first of the following years— 
1939, 1940 or 1941—for which the 
firm has figures, or, add one-half of 
the industry-wide 1936-39 profit mar- 
gin. (This latter figure may be ob- 
tained from the OPA district office.) 
Result is the new ceiling price. The 
manufacturer mails the forms on 
which he makes these calculations to 
the OPA district office, and if nothing 
is heard to the contrary within 15 
days, he may sell his product at the 
price he figured. 

(2) Manufacturers expecting gross 
annual sales between $50,000 and 
$200,000 take their own 1941 costs 
and adjust them to include legal in- 
creases in their own factory basic 
wage rates and legal increases in their 
own cost of materials and parts, add 
either their own 1936-39 profit mar- 
gin, or, add one-half the industry- 
wide 1936-39 profit margin. (This 
latter figure may be obtained from 
the OPA district office.) Result is 
the new ceiling price. They file their 
computations with the OPA district 
office, wait 15 days and then begin 
selling at the new price unless other- 
wise notified. 

(3) Manufacturers expecting gross 
annual sales of more than $200,000 
take their own 1941 costs and ad- 
just them to include legal increases 
in their own factory basic wage rates 
and legal increases in their own cost 
of materials and parts. If these ad- 
justed costs are higher than the ex- 
isting ceiling price, manufacturers may 
add to their adjusted costs one-half 
of the industry-wide 1936-39 profit 
margin. (This figure may be obtained 
from the OPA district office.) Re- 
sult is the new ceiling price. Compu- 
tations are filed with the OPA dis- 
trict office. Selling at the new price 
may begin as soon as OPA approves 
the manufacturer’s ceiling price. 

Individual firms that need special 
adjustments or adjustments larger than 
those allowed by industry-wide in- 
crease factors, may apply for them 

(Continued on page 93) 
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Complete Kitchen 
Promotion Planned 


pe OF complete electric kitch- 
ens in new homes now on the 
planning boards is one of the sales 
goals of J. W. Elliott, owner of the 
newly opened Elliott Electrical Appli- 
ance Company, 418 Second Street, 
S. W., Roanoke, Virginia. 

Already one building contractor in 
his territory is planning to build 1000 
houses in which the complete electric 
kitchen will be sold and financed as 
part of the house. This contractor 
plans on selling these homes with elec- 
tric kitchens for about ten per cent 
down and balance monthly, with the 
monthly payments taking care of the 
appliances installed. 

Sales of this type from the appli- 
ance dealer’s standpoint, according to 
Mr. Elliott, will be very attractive for 
several reasons. In addition to its mak- 
ing a large unit sale involving prob- 
ably complete kitchens in blocks cf 
100 or 200, the contractor will in- 
stall the equipment and will accept de- 
livery in the railroad cars. 

Nationally advertised brands will 
figure largely in these types of in- 
stallations, Mr. Elliott thinks, because 
contractors will have less sales resist- 
ance if they are able to point out to 
the customer that the equipment is 
nationally known and advertised. 

Mr. Elliott is a newcomer to the 
electrical appliance field, having been 
in the automobile business in Roa- 
noke for many years and also a dealer 
for the Luscombe airplane, but he is 
enthusiastic with the possibilities. 

“The backbone of the business,” 
Mr. Elliott said, “whether you sell one 


kitchen to a home owner or one thou- 
sand to a contractor, is still service. 
The automobile business couldn’t get 
to first base without intelligent and 


ample service. Consequently, my 
service department will be completely 
equipped and adequately manned with 
competent service men who will know 
everything there is to know about our 
line.” 

In addition to shooting at the 
building contractor’s kitchen business, 
Mr. Elliott said he was compiling a 
list of prospects he knows to be in 
the market for appliances. When mer- 
chandise is available, he will call 
each of these people and explain what 
he has to offer. If the customer has 
bought or for some reason is out of 
the market, the facts of the case will 
be jotted down on the card. 

This card then will become the nu- 
cleus of a mailing list. At the same 
time, if the customer has bought from 
a competitor, he will put the appliance 
purchased and brand name on the 
card. 

Later, when the time returns again 
to sift the mailing list for prospects, 
he will be able to see what appliance 
was purchased and when. By the proc- 
ess of elimination, he will then know 
what the prospective customer does 
not have, and he can be transferred 
to the prospect file. 

The complete line is one of the 
biggest assets to an electrical appliance 
store, Mr. Elliott thinks, and he will 
handle complete kitchens, radios, hot 
water heaters, and such out-of-the- 
ordinary items as germicidal lights, 
bed warmers, electric clocks, water 
coolers, packaged room conditioners, 
ironers, two or three standard types of 
commercial coolers, and deep freezers. 
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J. W. Elliott (seated) discusses electric kitchens with a building contrac 

tor who plans to build one thousand houses completely equipped 

electric appliances. At right, exterior of the Elliott Electrical Appliance 
Company, of Roanoke, Virginia. 
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Small Appliance Merchandising Practices 


Reviewed at Proctor Dealer Meeting 


CROSS SECTION of appliance 

dealer opinion on many differ- 
ent phases of electrical appliance mer- 
chandising was disclosed at the third 
Postwar Retailing Clinic for Small 
Appliances conducted by the Proctor 
Llectric Company at the General 
Oglethorpe Hotel, Savannah, Georgia, 
Sept. 17th and 18th. A carefully se- 
lected group of fifteen dealers were in 
attendance in addition to members of 
the Proctor staff and editorial repre- 
sentatives of various business maga- 
zines interested in electrical appliance 
n:erchandising. 

An unusual feature of this meeting 
in comparison with most meetings 
conducted by manufacturers was the 
fact that most of the talking was done 
by the dealers themselves. Because 
ot the timeliness of the problem, this 
southeastern clinic was held in order 
to obtain information from ex-service- 
men and dealers in the appliance field 
which might be helpful to the return- 
ing veterans desiring to engage in the 
appliance merchandising business. Of 
course, much of the discussion was 
just as helpful to the dealers them- 
selves in reviewing their business prac- 
tice and policies. 


Here are some typical opinions un- 
covered in the clinic: Servicemen 
without previous experience in the 
electrical appliance field unless they 
have made a thorough study of it, 
should be discouraged from investing 
money in the appliance business until 
the situation is back to normal; any- 
one with a legitimate store and mer- 
chandising ability should be permitted 
to sell convenience appliances; major 
appliance dealers can sell small appli- 
ances profitably if they do not “high 
pressure” the customer, but have a 
special salesperson to handle the de- 
partment; hardware stores need to sell 
convenience appliances to compen- 
sate for the many short-discount items 
they must of necessity carry in that 
type of business. 

Proctor Electric Company represen- 
tatives who presided at the various 
sessions were Robert M. Oliver, vice 
president, Major Oswald MacCarthy, 
eastern regional salesmanager, A. H. 
F'atton, Atlanta district manager, and 
William Lawson, production coordi- 
nator and former prewar representa- 
tive in the southeastern area. 

Consensus of the dealers present, 
led by J. B. Duff, president of the 


newly-formed Modern Radio and Ap- 
pliance Corp., of Savannah, an ex- 
serviceman and a prepar specialty ap- 
pliance dealer himself, was that the 
returning serviceman should be dis- 
couraged from investing his money in 
this field unless he had previous ex- 
perience in it. 

“The serviceman must know the 
business from the word ‘go,’ ” said Mr. 
Duff. “If a man is not fitted for the 
business he should be so advised. If 
he still persists in his determination 
after learning about its many pitfalls, 
both the manufacturer and the dis- 
tributor should do everything possible 
to assist and train him.” 

Mr. Duff went on to warn the re- 
turning veteran that a _ thorough 
knowledge of advertising, good display, 
and a “good front” are necessary for 
success in the convenience appliance 
business. “Competition will be 
keen,” he said, “and an inexperienced 
dealer will not be able to steal busi- 
ness away from an experienced dealer 
who knows how to advertise, to pro- 
mote, and to buy.” 

W. E. Brown, housewares merchan- 
dising manager, of Rich’s, Inc., At- 
lanta, department store observer at 





Some of the dealers and Proctor executives as snapped 


right, Major Oswald MacCarthy, Eastern Region sales 


between sessions of the Proctor Retailing Clinic for Small 
Appliances for the Southeast held in Savannah in Sep- 
tember. Left group, left to right, J. B. Duff, president, 
Modern Radio & Appliance Corp., Savannuh, Ga.; J. P. 


Doolan, Doolan Fixture Co., Lawrence, S. C.; J. Powell, 
Randall ‘Electric Co., Spartanburg, S. C.; J. R. Lofton, 
Lofton Electric Co., Albany, Ga., and G. C. Speare, Randall 
Electric Co., Spartanburg, S. C. Center group, left to 
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manager, Proctor Electric Co.; W. E. Brown, housewares 
merchandising manager, Rich’s, Inc., Atlanta, Ga.; Rebert 
M. Oliver, vice-president, Proctor Electric Co. Right group, 
left to right, A. H. Patton, Atlanta district manager, Proc- 
tor Electric Co.; C. Q. Townsend, Townsend Electric Sup- 
ply Co., Albany, Ga.; E. C. Downing, Downing Electric 
Appliance Co., Greenville, S. C., and T. H. Graves, Graves 
Electric Supply Co., Greenville, S. C. 
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the clinic, in response to a sentiment 
expressed by some dealers that a non- 
automatic iron was a necessity in the 
southeastern area, urged the dealers 
to “sell up” to an iron that would 
give better customer satsifaction. ‘‘A 
dealer owes it to his customer,” he 
said, ‘‘to find out her needs and re- 
quirements and to sell her something 
with which she can do a better and 
easier job.” A 1000-watt iron, witi 
a fabric dial, speed selector, and built- 
in stand would give more consumer 
satisfaction, he pointed out, than a 
non-automatic iron with no heat con- 
trol. 

Mr. Brown went on to say that 
the convenience appliances were con- 
sidered a very important part of the 
department store business, and that 
postwar plans called for enlarged spe- 
cialized departments. “We will go 
along with prewar manufacturers,” 
said he, “because they have been prov- 
en in the field.” 

As at the two previous clinics, na- 
tionally advertised brand products 
were favored by the dealers as being 
easier to sell because they were backed 
by reputation, quality, and good serv- 
ice. 

Advertising was considered a most 
important part of the electrical appli- 
ance business. “All advertising is 
good;” “convenience appliances 
should be advertised in a morning 
newspaper because that is the ‘ladies’ 
paper’ ” were some of the ideas ex- 
pressed by the individual dealers. 
J.ocal spot radio announcements were 
also held to be of value. 

Store modernization plans called 
for a separation of departments where 
a dealer stocked both major and con- 
venience appliances. In _ furniture 
stores, however, tie-in displays in 
other departments were favored toge- 
ther with a regular appliance depart- 
ment. Hardware dealers preferred to 
scatter the merchandise throughout 
the home furnishings sections. 

Salaries came in for discussion and 
the question was raised how an appli- 
ance salesman should be paid when a 
dealer already has established a prior- 
ity list of customers. A $40.00 per 
week salary with no commission for 
the first three months was considered 
a fair way of solving this difficulty. 
Most dealers favored paying the sales- 
person in charge an over-ride on all 
small appliance sales. They also felt 
they could profitably pay a total 10% 
commission for convenience appli- 
ance sales where incentive selling was 
employed. 

In discussing employee training be- 
fore the dealers at the clinic, Howard 
J. Wilson, assistant merchandising 
and sales training director, Georgia 
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Power Company, Atlanta, asked them 
to keep an open mind towards their 
employees’ selling technique. ‘Don’t 
change a salesman’s methods,” said 
Mr. Wilson, “give him a chance to 
work out his own approach to a sell- 
ing problem. Oftentimes, you can 
learn from him yourself.”” Mr. Wilson 
also warned the dealers that to do a 
good postwar job they would have ta 
progress with the electrical industry. 
He offered the service of the Georgia 
Power Company to any dealer with a 
specific problem in electrical mer- 
chandising. 


The clinic closed with an address 
by Mr. Oliver in which he called at- 
tention to the “Ten Year Sales Chart ’ 
based on the idea of selling the family 
as a unit over a period of years. He 
urged dealers to cultivate the family 
business because it is a repeat busi- 
ness. He also warned them that com- 
petition would be keen for the con- 
sumer dollar, not only because’ of 
competition within the electrical ap- 
pliance field, but because every ag- 
gressive industry in the country would 
be competing with them for the war- 
time savings of their customers. 





Nales Traimmg First on Program 


By A. H. Schneider 


Manager, Home 


Furnishings. 


Joy’s, Inc., New Orleans. 


KCAUSE APPLIANCE selling is 

going to be a gruelling job once 
that talked-of buying splurge is spent, 
in a mighty short time we are going to 
need salesmen who can really sell. 
Men who know their product—and 
their customer. We are going to need 
them soon. ‘That’s why we're em- 
barking right now on a sales traininz 
program here at Joy’s, Inc., to teach 
our salesmen every in and out of the 
merchandise they’ll be pushing in a 
few months. 

We're doing it now, before the mer- 
chandise itself arrives, so that we will 
be ready to begin a real selling job 
as soon as we have something to sell. 

From all indications and from the 
results of the many consumer sur- 
veys that have been made, there is 
going to be a terrific buying jag in 
appliances soon. A blind man taking 
orders at a desk will be able to sell 
clectrical merchandise then. But after 
the first wave of buying is spent— 
brother! Then it’s going to be a real 
selling job to push appliances! 

Before the war, the typical appli- 
ance salesman was more a clerk than 
a salesman. There were many good 
men—a lot of them; but the average 
was pretty poor. How did it work? 
Johnny Jones came in for a job. “‘l 
want to sell,” he said. So from that 
statement, with — except in a few 
cases—no further training either in 
the details of the product he propos- 
ed to sell or in the know-how of selling 
itself, Johnny Jones was hired. But 
that won’t work any more. It will not 
sell the volume of appliances we want 
to sell soon—after the pent-up de- 
mand dies down and moving appli- 


ances off the floor becomes a real 
merchandising job. 

We can advertise and offer special 
trade-ins, terms, and services—but if 
the Johnny Joneses at Joy’s can’t sell 
Mr. Customer when he comes in—all 
ef the rest is wasted merchandising 
motion. 

We are going to have an appii- 
ance sales force numbering ten or 
twelve. Some of them will be old 
appliance hands; others will be green. 
But they will all need training. The 
old electrical appliance men will need 
refreshing—and a brush up on the de- 
tails of the new merchandise which 1s 
coming out soon, some of it complete- 
ly different in design and operation 
from the merchahdise which was sold 
back in ’41. We'll have to start right 
from scratch with the new men. 

These courses are in progress right 
now. In the present stage, they 
consist entirely of lectures, which are 
given by factory salesmen and experts. 
At a typical series of meetings—-for nv 
one meeting can cover the subject 
of any of the appliances thoroughly— 
they learn every mechanical detail and 
selling feature of the electrical met- 
chandise which is coming. 

The lectures are given on our own 
store time, because we believe, first, 
that it is somewhat of an imposition 
to ask salesmen to work a full day 
and then attend classes without pay in 
the evenings; and second, because 
we've found that the courses do 4 
more effective job that way, and com- 
inand more sincere attention from the 
salesmen than when their interest 1s 
divided between the insides of an elec- 

(Continued on page 92) 
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|. yee Pearl Harbor, fluorescent 
lighting was still a baby, some. 
thing new under the electrical sun. 
It was a novelty rather than a staple 
to many contractors. But today a con- 
tractor partnership in New Orleans 
has plans for building a big general 
electrical contracting and appliance 
business around the hub of fluorescent 
sales and service. Fluorescent is so im- 
portant to these two contractor-part- 
ners, J. W. Ferguson and A. H. God- 
win, that they have featured it in the 
name of their newly opened shop— 
The American Fluorescent Repair 
Shop. 

Located in a shiny new building 
on busy Carrolton Avenue in the up- 
town section of the Crescent City, 
American Fluorescent Repair Shop is 
designed to be an electrical version of 
Available Jones—they’ll fix anything, 
sell anything, install anything electri- 
cal. But unlike the usual version of 
the village handyman, they’re going 
about it by tying their merchandising 
scheme to an idea—the idea of fluo- 
rescent lighting. 

For their main plug, Ferguson and 
Godwin have ambitious plans. They’ re 
going after “every fluorescent prospect 
in the city of New Orleans—large, 
small and in between.” 

“We're after the works of fluores- 
cent—sales, installation, and main- 
tenance service,” explains Mr. Fergu- 
son. “We're looking for every place in 
this city that could be a logical pros- 
pect for fluorescent—and that’s nearly 
everybody. We're after stores, facto- 
nies, shops, warehouses, offices, and 
even homes. We're not going to spe- 
cialize on the large ones or the small 
ones. We want everybody. 


Lighting Maintenance Serves as “Hub” 
For Contracting Business 


J. W. Ferguson and A. H. Godwin, aggress- 
ive electrical contractors of New Orleans, 
are organizing a complete electrical appli- 
ance and 
around what they hope will prove to be a 
much desired service—lighting maintenance. 
The partners operate under the name Amer- 
ican Fluorescent Repair Shop. The lighting 
department will handle all phases of this 
work including sales, installation, and main- 
tenance. Left, exterior of the shop. Below, 
Mr. Godwin shows Partner Ferguson “how 
it’s done” in the service section of the shop. 





“And we want more than one sale 
from each. Right now, we’re looking 
for installation jobs—with the fluores- 
cent merchandise we can get. First, 
we want installation business from 
each customer. Then we want to con- 
tinue doing business with him- 
through maintenance contracts and 
recurring sales of needed items. Over 
a period of time, there should be as 
many dollars in servicing an account 
as in installing it.” 

Around this hub of fluorescent sales 
and service, the partners have built a 
web of services and sales of other elec- 
trical items for postwar merchandising. 

For example, they intend carrying 
a complete line of all appliances, both 
major and minor. They will sell at 
least one line—and in many cases 
multiple lines—of refrigerators, wash- 
ing machines, radios, vacuum clean- 
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electrical contracting business 


ers, freezers, irons, toasters, floor, 
stand and window fans, and every- 
thing else from air conditioning to 
electric egg beaters. 

They are also planning a big push 
behind servicing of appliances, those 
they themselves sell and appliances 
bought from other dealers. “We are 
contractors,” explains Mr. Ferguson, 
“basically our business is servicing.” 

To promote all of these projects— 
and principally to put over the com- 
paratively hard-to-sell idea of fluores- 
cent lighting—the company uses heavy 
advertising in the three New Orleans 
newspapers. Because they have big- 
time ideas—bigger-time than catering 
to a neighborhood clientele exclusively 
—they use the city-wide papers, and 
get business not only all over New 
Orleans, but from the rural sections 

(Continued on page 92) 
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SERVICE AND SALES GO HAND TN - HAND 


Wartime service expected to boost sales of postwar products. 
Customer priority lists established but 25% payment required. 


ORKING on the principle that 

customers have the money and 
are willing to make a healthy down 
payment if they are sincere in want- 
ing the appliance, John Camp, owner 
of Camp Electric Company, Mem 
phis, Tenn., is meeting the problem of 
long, unsecured priority lists for appli- 
ances in a practical manner—by hav- 
ing all orders backed by deposits. 

Camp is going to put a sample of 
every new appliance on the floor— 
and keep it there—so his customers 
can examine the samples and defi- 
nitely decide what he or she wants. 
These models won’t be sold under any 
circumstances. He doesn’t want to 
have customers looking through cata- 
logs to see what the new appliances 
look like. 

And when sales are made, they'll 
be bona fide ones. 

“Working on this principle,” Camp 
says, “I am requiring my customers 
to sign a contract with 25 per cent 
down payment as a binder. My sales- 
men are working on a commission and 
bonus basis. (Camp’s plans include 
five salesmen.) All sales are final. 
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Camp Electric Co., of Memphis, has taken on 
a dozen fast-selling lines and hopes to capital- 
ize on the postwar selling boom. The com- 
pany has been appointed authorized service 
station for most of the lines they will carry. 
Service shop is visible from display room 
through the large double door at right. 


There is no recourse by the customer.” 

With every sale, Camp gives the 
customer a certificate of preference, 
with the sale shown in numerical 
order. 

“It has been my experience that 
there is much promiscygué*placing of 
orders when appliances are fot avail- 
able for immediate delivery. 

“In a way, you can’t blame the pub- 
lic. But neither should the appliance 
dealer be blamed for protecting him- 
self. 

“It’s only natural for someone who 
lias been wanting a new refrigerator, 
washing machine or gas range for 
several years to try to get one just as 
quickly as it becomes available. But 
what happens? 

“Mrs. Smith comes in to place an 
oider for that long-desired gas range 
which she hears is just about ready to 
hit the market. The dealer tells her 
there are others on the waiting list 
ahead of her, but that he is confident 
he can fill her order sooner or later. 
He doesn’t require a deposit. 

“Now Mrs. Smith wants that new 
gas range badly, and she decides that 








she is going to get hers without any 
long wait. No mid-1946 for Mrs. 
Smith, if you please. And so Mrs. 
Smith runs down to the next dealer 
and signs up again. 

“A month or two later one of the 
dealers Mrs. Smith has forgotten 
about calls and tells her to come on 
down to get that new gas range he 
has waiting for her. ‘Oh, I’m so 
sorry, I’ve already bought one,’ Mrs. 
Smith replies. 

“What does this mean to the 
dealer? Well, he isn’t going to be 
stuck with that new refrigerator, of 
course. He can sell all he can get for 
a long, long time. But he has gone 
to a lot of bookkeeping trouble and 
expense for nothing. 

“How much easier it is when there 
is a deposit! I have found that when 
I show a distributor a list of 30 or 40 
orders, all backed by deposits, I get 
extra consideration on deliveries, too. 
Money still talks. ‘There is a lot of 
difference between talking a good sale 
and completing one.” 

John Camp opened his Memphis, 
Tenn., electrical shop in 1942. He 
saw his first new appliances in the 
uncertain future, two to six years away. 
But he also saw an opportunity for a 
hig repair business and the chance 
to lay a firm foundation for that day 
when new appliances would become 
available. He immediately began 
planning for it. 
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is ready to take full advantage of it. 
His original floor space has been 
doubled; he has a new warehouse and 
storeroom; he has a remodeled shop 
with emphasis on the fluorescent- 
lighted display room; and—more im- 
portant—he has some home-grown 
sales ideas that are testing well. 

Other electrical repair and appliance 
shops might do well to borrow a leat 
or two from Camp’s book of success. 

First, let it be understood that 
Camp isn’t going overboard in the 
rush for new appliances. Sure, he’s 
taking on a dozen or more lines that 
are going to be fast sellers. But he’s 
got his boat on even keel, making 
good progress, and he is going to keep 
it that way by tying sales and service 
together. There will be no overlap- 
ping. 

And here’s why: 

Back in 1942, Camp realized that 
lie would have to establish a sound 
service policy in order to survive. He 
knew the service side from experience 
with manufacturers and was fully 
aware of the war problems all appli- 
ance manufacturers were up against. 

He promptly contacted a number 
of manufacturers and distributors and 
asked to be appointed as service 
agency for fans and other small ap- 
pliances. In one year he serviced more 
than 500 fans of all types sent in from 
all over the country. 

His repair business has increased 
each year. He leads all Mid-South 
shops in fan service and does a tre- 
mendous business in servicing vacuum 
cleaners and other appliances. And 
with new appliances on the market, 
he’s still convinced of the necessity 
for a sound service policy to take up 
the slack after the initial wave of buy- 
ing is over. 

“There will always be need for 
service,” Camp explains. “Many per- 
sons had difficulty in finding service 
shops for their particular appliances 
during the war. They aren’t going 
to be caught short again. These per- 
sons are going to want to know where 
their new appliances can be serviced 
when the day comes — as it surely 
will. 

“By offering authorized factory 
i¢pair service on the new appliances 
we sell, we are in position to satisfy 
customers and make sales that some 
shops may miss. 

“For instance, take the refrigerator 
we are handling. 

“Our floor model is a beauty—an 
ecye-catcher. Everyone likes it—but 
this brand is not well known in this 
section. And so, prospective custom- 


€rs inquire: ‘But what am I going to 
do if something gets wrong with this 


That day is here at last, and Camp. 





(Top) Two men are kept busy in Camp’s vacuum cleaner service depart- 

ment. It is averaging five rebuilding jobs per day. (Below) The fan and 

small motor service department. This department has been built up to 
sizeable proportions. One year it repaired more than 500 fans. 


refrigerator? Where am I going to 
get it fixed?’ 

“My answer to that is simply this: 
‘We are an authorized sales and serv- 
ice dealer for this manufacturer. We 
have a trained man who services only 
these refrigerators—no other makes. I 
have taken a factory service course 
myself. We carry a large stock of re- 
placement parts. And this is no off- 
brand, war-born refrigerator manufac- 
turer. The company is old and estab- 
lished.’ 

“This sales approach eliminates 
customer doubt. And since seeing 
is believing, they can see my repair 
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department from the display room by 
means of a half-door constructed for 
that very purpose. The shelves, well 
stocked with parts, are in plain evi- 
dence. And service men can be ob- 
served. 

“Call it psychology if you wish. 
It works.” 

Camp has always advertised—and 
declares he always will. 

“I have seen repair work slack off, 
then actually jump overnight follow- 
ing a well-worded advertisement,” he 
says. “Business page advertisement 
where news-type articles and pictures 

(Continued on page 90) 
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OW WILL a circuit breakei 

perform under actual short cir- 

cuit conditions? Answers to this ques- 
tion have generally been incomplete 
because of difficulties in testing un- 
der controlled operating conditions. 


“On-the-Line” Test for New Type Breaker 
Indicates 4 to 6 Cycle Interruption 


panies. In addition, several 66 kv lines 
from other Pennsylvania Power and 
Light Company generating stations 
bring power to this central point. Alto- 
gether there is a short circuit capacity 
ef approximately 1,250,000 kva. 





Control room of the Roller-Smith “On-the-Line” test station with Prof. 
A. R. Miller, development engineer in charge, preparing the oscillograph 
for short circuit tests. 


Such a problem faced the Roller- 
Smith Division, of Realty and Indus- 
trial Corporation, of Bethlehem, Pa., 
recently, following development of the 
new line of Roller-Smith oil circu:t 
breakers with the “Exotherm” arc 
quenching principle. 

The problem resolved itself into 
that of designing a field testing sta- 
tion with the flexibility of a labora- 
tory and one that would not interfere 
with operation of the utility from 
which the power would be taken. 

Fortunately, the Roller-Smith Com- 
pany is geographically located at an 
advantageous spot for the building 
of such a test station. The Pennsyl- 
vania Power and Light Company 
Seigfried Substation, one of the larg- 
est in the world, has two 220 kv 
incoming lines which interconnect 
this substation with other power com- 
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Since the maximum interrupting 
capacity of circuit breakers manufac- 
tured by Roller-Smith is 250,000 kva, 
only a portion of the available capac- 
ity would be needed and a minimum 
of system disturbance would result. 
At the same time, the company could 
secure data on the performance of its 
circuit breaker under actual operating 
conditions that are as severe as any 
likely to be encountered in service. 

The Roller-Smith test station is lo- 
cated about 900 feet from the Seig- 
fried substation and is comprised of a 
test building, control house, together 
with transformers, reactors and other 
apparatus which constitute a most 
complete laboratory for testing the 
entire line of Roller-Smith air and 
oil circuit breakers. 

The test station is designed to limit 
the short circuit to 250,000 kva, or 
20 per cent of the short circuit ca- 
pacity available. The disconnecting 
switches, transformers and_ backup 
breakers being a part of the testing 
station, none of the power companies 
major equipment is stressed beyond 
its rated continuous capacity. In ad- 
dition, the service imposed upon the 
system by this arrangement results in 
minimum voltage disturbance. It does 
not interfere with, service to power 





(Left) Roller-Smith 150-TCR-5, 15,000 volt, 600 ampere, 150,000 kva oil 
circuit breaker, with tank lowered, as it appeared in test position after short 


circuit tests had been completed. 


(Right) View of explosion pots with 


breaker open showing main and auxiliary contacts. 
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Test No. 1 


Oscillogram Identification No.: Test 598-A, 598-B. 
Oil Circuit Breaker: Roller-Smith Type 100-TCR-5. 
Rated: 7.5 KV, 600 A., 100,000 KVA. 

Test Cycle: 7.5 KV, 100,000 KVA, CO-15-CO. 

Actual Test Values: 9530 A., 7325 V., 121,000 KVA. 


customers because the metal clad 
switchgear backup breakers are set up 
to operate before such disturbance 
can occur. 

The design of the station is very 
carefully worked out to give a maxi- 
mum of flexibility for the testing of 
a line of breakers. It consists essen- 
tially of disconnecting switches, spe- 
cial transformers, backup breakers, re- 
actors and _ oscillograph recording 
equipment. 

There are three single phase tran.- 
formers. The high side is 66 kv with 
five 10 per cent taps to provide volt- 
age adjustment. The secondary wind- 
ing of each transformer consists of 
four 2250 volt windings which may 
be connected in series or parallel. {n 
addition, the transformers may be 
connected in either delta or wye. Full 
capacity 3-phase tests can therefore 
be made at the following voltages: 


Delta Wye 
2250 3900 
4500 7800 


_By means of tap changers on thc 
high side two 10 per cent steps above 
these voltages and two 10 per cent 
steps below these voltages can be used. 

For single phase test, the primaries 
and secondaries of the transformers 
may be paralleled on one phase to 
give greatly increased capacity on the 
delta voltages if such testing should 
be required in the future. 

Each transformer is also provided 












Test No. 3 


Oscillogram Identification No.: Test 600-A, 600-B. 
Oil Circuit Breaker: Roller-Smith Type 150-TCR-5. 


Rated: 15 KV, 600 A., 150,000 KVA. 


with a two section tertiary winding 
which when connected in series gives 
600 volts and when connected in 
parallel give 300 volts. These wind- 
ings are especially designed and braced 
to give extremely high short circuit 
currents. The impedance of trans- 
formers is such that the short circuit 
current at the terminals of the wind- 
ings for a 3-phase short circuit is 
270,000 amperes at 300 volts and 
135,000 amperes at 600 volts. 

In addition, single phase tests may 
be made by paralleling the transform- 
ers and a current value of 450,000 
amperes at 300 volts secured. 

The reactors are especially designed 
for this service and consist of two 
reactors for each phase which provide 
14 steps of impedance for testing 
from 25,000 kva to 250,000 kva 3- 
phase on the secondary winding. Jn 
addition to the bracing required to 
withstand the short circuits, it has 
been found necessary to materially 
increase the insulation over that 
usually required in testing stations so 
as to be able to withstand the surge 
voltage at the time of circuit inter- 
ruption. 

In order to avoid any disturbance 
to the power company’s system or 
to its customers when breakers are 
tested to destruction, a complete 
metal clad backup switchgear installa- 
tion was made part of the test sta- 
tion. To provide a margin of safety, 
backup breakers with an interrupting 
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Test Cycle: 15 KV, 150,000 KVA, CO-15-CO. 
Actual Test Values: 6290 A., 14,650 V., 159,200 KVA. 
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Cutaway view of explosion pot. 


rating of 500,000 kva would have 
been required. However, the largest 
ampere size standard breakers of this 
capacity have a published one-second 
rating of only 80,000 amperes. Since 
testing of air breakers would require 
an interrupting capacity of at least 
100,000 amperes, it was decided to 
use one 3-pole 1200-ampere 250,000 
kva breaker for each phase. This com- 
bination resulted in a 3-phase inter- 


45 




































End view of explosion pot show- 
ing wiping stationary contacts with 
auxiliary contact in place. 


rupting capacity of approximately 
500,000 kva and gave a theoretical 
one-second rating of 180,000 amperes, 
sufficient for testing the largest air 
breaker manufactured by the com- 
pany. The backup breakers are trip- 
ped in a short definite time after the 
fault is applied, the fault current it- 
self initiating the timer. 

The testing station was used to ad- 
vantage recently when the Roller- 
Smith company conducted tests be- 
fore editors of electrical publications 
on two new circuit breakers of 100,000 
kva and 150,000 kva capacity. The 
tests were those specified by the joint 
industry committee on circuit breal- 
ers and were conducted by Dr. A. C. 
Bates and Prof. A. R. Miller, both 
of the Roller-Smith engineering staff. 

The accompanying oscillograms are 
typical of the test results. The eight 
elements of the oscillograph, reading 
from top to bottom, are: 

1. Current Phase A 

2. Current Phase B 

3. Current Phase C 


4. Voltage to Neutral (ground) 
Phase A 

5. Voltage to Neutral (ground) 
Phase B 

6. Voltage to Neutral (ground) 
Phase C 


7. Pressure at bottom of tank under 
oil 

8. Travel record. 

The oscillogram of tests 600-A and 
600-B show a straight line record 
for Phase A current and voltage. This 
was due to a reactor being removed 
from this phase and the circuit be- 
ing open. Short circuit tests conduct- 
ed under these conditions, with the 
test circuit unbalanced, increases sub- 
stantially the mechanical strain on 
the breaker. 

The oscillograms indicate that the 
short circuit interruption time in the 
series of tests range from 4 to 6 
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cycles. Allowing one cycle relay time, 
which is within NEMA tolerance, 
the new line of Roller-Smith oil cir- 
cuit breakers with “Exotherm’”’ arc 
quenching principle interrupt their 
full short circuit rating within 5 cy- 
cles, which is well within the 8 cycle 
limit specified by NEMA for this 
class of breakers. 

The new principle of arc extinc- 
tion called “Exotherm” by Roller- 
Smith is based on an arrangement 
whereby the heat of the arc is ex- 
tracted which tends to make the arc 
medium non-conducting and thereby 
quenches the arc. 

The cooling is accomplished by 
bringing the arc intimately in con- 
tact with the oil; at current zero it 
is intended to have these hot gases 
so arranged that a maximum of heat 
will leave them, thus raising the di- 
electric strength to a point where the 


50,000-HP Jet Engines 
May Power 194X Plane 


Practical application of the princi- 
ple of jet propulsion prompts conserv- 
ative aviation engineers and electrical 
manufacturers to predict that aircraft 
of a size to dwarf the mighty super- 
fortress will make trans-Atlantic flights 
well within the span of a working day. 

The plane of tomorrow would have 
a wingspread of a quarter of a mile 
and be powered by several jet engincs 
of perhaps 50,000 horsepower each. 
An idea of the magnitude of such 
engines is shown in a comparison 
with the 8,800 horsepower developed 
by the four motors of a B-29. 


4,000 Electrical Aides 
Hit Beaches With LST 


LST boats, the all-welded landing 
ship tanks which have played a key 
tole in the invasion of scores of stout- 
ly defended enemy beaches, are veri- 
table electric power plants. 

Each 300-foot long boat has 15 
miles of cable and 4,000 separate 
items of electrical equipment for pow- 
er, lighting, intercommunications, ra- 
dar, radio, and other devices. There 
are 125 electric motors and 500 light- 
ing fixtures. 


Arkansas Electric Era 
Followed Flood Disaster 


A two-fold program of flood con- 
trol and development of hydro-electric 
power in Arkansas was the outgrowth 
of one of the nation’s worst peace- 
time disasters, the Mississippi River 
flood of 1927. 

With one-fifth of the entire state 


arc is quenched as the current passes 
through zero. At the same time, the 
high pressure in the quencher assists 
in the process. 

However, there are certain secon- 
dary effects which cannot be over- 
looked, in this process. In the first 
place, the gases are generated in an 
enclosure, and upon expanding 
through the body of the oil in the 
tank are quite effectively cooled and 
condensed. This relieves the internal 
tank pressures to very nominal values. 
Since this volume of gas is reduced, 
less space is required between live 
parts of the breaker, internally. More- 
over, the pressure further assists in 
accelerating the moving parts of the 
breaker. It increases the speed of 
opening, or decreases the length of 
time the arc is in existence, thereby 
decreasing the burning away of the 
arcing contact members. 


under water, President Hoover urged 
a long-range program of flood control, 
which virtually was completed last year 
when workmen finished the $25,000,- 
000 Norfolk dam over the White Riv- 
er at North Fork. 

The dam forms a reservoir with a 
main valley length of 41 miles and 
an area of 30,700 acres. It generates 
140,000 kilowatts, serving farms, 
homes and industry in 61 of the 
state’s 75 counties. 


Pound of Wire: 62 Miles 


Wire of cobweb consistency, only 
a third as thick as human hair, is 
used in instruments that measure elec- 
tronic circuits. A pound of the wire 
stretches 62 miles. 


Television in Hotel Rooms 


Hotel patrons want television sets 
in their rooms as soon as full scale 
production is under way. In surveys 
recently taken, a majority recorded a 
preference for a central system similar 
to master contro] radios now in us¢ 
in many large hotels. 


Automatic Window Closer 


Worry about rain ruining the liv 
ing room rug or curtains can be elim 
inated by an electrical device, sched- 
uled for early production, which opens | 
and closes windows thermostatically. 
Thus, if the night is hot and there | 
are threatening clouds, it will be safe 
to leave the house. If the storm ~ 
strikes, the accompanying drop 10 § 
temperature will cause the windows 
to close. 
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Rapid Hlectrifica 


tion of Industry 


Expected in Memphis Area 


HILE RECONVERSION has 
provided a headache for con- 


cerns everywhere, Shelby Electric 
Company, ore of the South’s largest 
industrial electric concerns, with 


plants at Memphis, Tenn., and Jack- 
son, Miss., stepped into the reconver- 
sion picture without breaking its 
stride—and all because of its partici- 
pation in war work! 

Where some electrical organizations 
were content to hang on for the dura- 
tion, Shelby went after the big war 
contracts in the Memphis area, got 
many of them—so many that the 
company was forced to expand during 
the war. Now, three years later and 
with its war contracts completed, a 
second expansion program is being 
carried out. 

For the Mid-South industry, it 
means more high quality service— 
service that has stretched over a quar- 
ter of a century. For Shelby itself, 
it means that the company is in an 
enviable position—that it has gotten 
the jump on some of its rivals. 

Early in 1942 the Memphis plant 
added 6000 square feet of floor space 
tc meet the increasing demands of 
industry and war work. With the ar- 
rival of peace, Shelby announced its 
immediate postwar expansion plans, 
including a new office building and a 








new single phase motor shop adjoin- 
ing the big plant. 

In addition, Shelby is making more 
shop improvements. The company, 
already operating one of the most 
modern and completely equipped 
plants in the South, will have a new 
system for rebuilding motors, using 
two ovens. One oven will remove 
rust, Corrosion, grease, and dirt from 
motors. The other, electrically con- 
trolled, will dry varnish. 


These shop improvements help to 
cmphasize Shelby’s efficient opera- 
tions setup. The company has two 
large traveling cranes with a load ca- 
pacity of five tons, which make the 
handling of heavy industrial equip 
ment a simple procedure. Shelby’s 
shop also is equipped with precision 
tools and has the latest type of coil 
winding machinery. 

Shelby is decidedly optimistic re 
garding the industrial electric outlook 
for Memphis and the Mid-South. 


Two five ton 
cranes are an 
important 
part of the 
shop equip- 
ment for 
handling 
heavy work. 











War work done by Shelby Electric Company, 
of Memphis, is paying “reconversion” div- 
idends now in heavy work needed by in- 
dustry in the Mid-South area in order to 
get back into civilian production. 


With a large part of west ‘Tennes- 
see (including Memphis) and north 
Mississippi enjoying the benefits of 
cheap power, Shelby officials predict 
that the day is fast approaching when 
most steam power units in the Mid- 
South will be converted to electricity. 

“During the next several years, we 
expect to see practically all steam 
cotton gins in the Memphis area con 
verted to electricity,” explains J. C. 
Shivler, manager of the Memphis 
plant. 

And Shelby, which has always gone 
after gin installations, is expecting to 
get its full share of wiring contracts. 
The company already is receiving con- 
siderable equipment for replacements 
at gins, cotton oil mills, and ice 
pants. 

Some of this work will come easier, 
too, thanks to Shelby’s wide and va- 
ried war work. 

“T see a good deal of improvement 
in industrial installations as the result 
of familiarity with war work,” Mr. 
Shivler declares. “There is certain to 
be a heavy demand for more electrical 
equipment and larger peacetime pro- 
duction.” 

The company is meeting the recon- 
version period with most of its force 
on the job. Shelby cmploys about 
60 men in its Memphis plant, a simi- 
lar number at Jackson. Although 24 
(Continued on page 90) 
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Wave Windings for A-C Motors 


| Chapter 6—Completing the step-by-step | 


construction of conventional diagram. 


HE PRECEDING articles of this 

series worked out the step-by- 
step methods of constructing each 
phase of the conventional developed 
types of wave winding diagram. The 
completed four-pole, three-phase, 12- 
slot, one-slot-per-pole-per-phase, two 
conductors per slot, left hand, leads 
on bottom, counterclockwise winding, 
is shown in Fig. 20. 

The first item of special interest 
is the 120 degree spacing of the 
A, B, and C groups of leads, also 
that each group of phase leads form 
the same pattern as Al, RI, A2, R2, 
etc. For a series star connection, leads 
A2, B2, and C2 would all connect 
to the star ring. Leads Al, Bl, and 
Cl would connect to collector rings. 
Three reversing jumpers would be 
formed by connecting together leads 
Rl to R2, R3 to R4, and R5 to Ro, 
as shown by the dotted lines in 
Fig. 20 and marked “RJ.” 

In Fig. 20, note that between the 
R1 and A2 leads, the R3 and B2, 
and the RS and C2 leads, there are 
two front coil end connections. The 
number of these connections or clips 
will increase according to the num- 
ber of slots-per-pole-per-phase, num- 
ber of conductors per slot, etc., and 
this section of any a-c wave winding 
can be used as a checking point. 

In Fig. 20, starting on A phase at 
the Al lead, we follow through coils 
al and a2 to the RI lead, then 
through the reversing jumper to the 
R2 lead, through coils a3 and a4 and 
out on the A2 lead. In the case of 
the A and C phase windings we 
follow the direction of the arrows, 
but for the B phase, starting on the 
Bl lead, we trace through the wind- 
ing going against the arrows. In each 
phase, we trace through two sections 
of each separate phase. 

In Fig. 20, also, we can observe 
how the back pitch must be same 
for each and every coil, 1 and 4 in 
this case for the 1 slot-per-pole-per- 
phase winding. 


*Mr. Roe is a motor engineer asso- 
ciated with Westinghouse Electric 
Corp., East Pittsburgh, Pa. 
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By A. C. Roe* 


This is a continuation of the 
series of articles, which started in 
the June 1945 issue of Electrical 
South, covering a complete study 
of a-c wave windings. This series 
will include a complete set of 
connecting diagrams developed on 
a new, simplified basis which 
eliminates the use of the large 
detailed drawings heretofore asso- 
ciated with wave windings. New 
subscribers can obtain copies of 
the first articles by writing to the 
editor of this publication. 








As each a-c wave winding is di- 
vided into six separate sections, theze 
will be a total of twelve leads, as 


shown in the complete winding dia- 
gram of Fig. 20. These twelve leads 
can be arranged into four standard 
three-phase connections: series star, 
two parallel star, series delta, and two 
parallel delta. 


Four Possible Connections 


The standard lead arrangement, 
and the four possible connections are 
shown in Fig. 21, which includes a 
table and four small schematic dia- 
grams. Note that for both series con- 
nections, the reversing jumpers are 
joined together to complete each 
phase. For the two parallel connec- 
tions, the R2, R4, and R6 leads arc 
line leads for the star connection, 
while all R leads become line con- 
nections for the parallel delta con- 
nection. 

















Fig. 20. In this diagram the A, B, and C phase windings, developed indi- 
vidually in preceding articles, are combined in a single complete diagram 


of the conventional type. (4-pole, 12-slot, 3-phase winding.) 
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Fig. 21. Schematic diagrams for four possible connections and lead arrangement chart. 





Lead Arrangement and Possible Connections for A-C Wave Windings 
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or Line or Collector Ring Connections Reversing Star Ring 
Diagram A Phase |  B Phase |  C Phase Jumpers Connections 
en a "Pee Cees | 
_ | | Rl to R2 
Series Star Al Bl | Cl R3 to R4 | A2, B2, C2, 
| R5 to R6 
— —— — — | | 
Parallel Star Al and R2 7 Bl and R4 C1 and R6 None = Ly ag 
, | Rl to R2 
Series Delta Al and C2 Bl and A2 C1 and B2 R3 to R4 None 
R5 to R6 
Parallel Delta Al, C2, R2, R5|/B1, A2, R1, R4/C1, B2, R38, R6 None None 
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APACITORS used in electronic 

apparatus are made in oil-filled, 
paper, mica and ceramic types. Work 
on the capacitors involves inspection, 
tightening and cleaning. 

Before maintenance work is begun, 
it is necessary for the safety of person- 
nel to short circuit all high-voltage ca- 
pacitors with a well-insulated screw- 
driver or grounding stick. 

Inspect the terminals of the capaci- 
tors for corrosion and loose connec- 
tions. Wherever high-voltage bush- 
ings serve as terminal supports, inspect 
the gaskets to see whether they are 
leaking oil. The mountings should be 
carefully observed to discover loose 
mounting screws, studs or brackets. 
Examine the leads for poor insulation 
and excessive oil, for cracks, and for 
evidences of dry rot. Frayed strands 
on the insulation should be cut away. 
If the wire is exposed, wrap it with 
friction tape. The terminals of the 
capacitors should not be cracked or 
broken. Ceramic and mica capacitors 
should be inspected for cracks and 
breaks in the casing. 

The case of each capacitor must be 
thoroughly inspected for leaks, bulges 
and discoloration. Wherever an oil- 
filled capacitor is found to be leaking 
oil, it should be removed and replaced 
—provided, of course, that a replace- 
ment is available. Occasionally, a de- 
fective capacitor case may be found 
whose seams are improperly soldered 
and leaking oil. To retain such a ca- 
pacitor in the circuit is not wise, but 
if a replacement is not available, there 
is no alternative but to locate the leak 
and resolder the seam. If the seam is 
resoldered from the outside before an 
appreciable amount of oil has leaked 
out, the capacitor may be restored so 
that it is as good as it was originally. 

Tighten loose terminals, mountings 
and connections on the capacitors, 
whenever they are observed. Tighten 
the retaining nut on the insulation 
bushing if oil leakage occurs around 
the basket of large oil-filled capacitors. 
Care should be taken so as not to 
break the bushing or damage the 
gasket. q 

Clean the case of the capacitor, the 
insulating bushings, and any connec- 
tions that are dirty or corroded. The 
capacitor cases and bushings usually 
can be cleaned with a dry cloth, but 
if the deposit of dirt is hard to remove, 
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THIS ARTICLE concludes the dis- 
cussion of this subject begun in the 
October issue. The first article 
covered general considerations and 
vacuum tubes. This article covers 
capacitors and relays generally as- 
sociated with electronic equipment. 





moisten the cloth with cleaning fluid. 

Carefully dry the bushings with a 
dry cloth after they are cleaned. Cor- 
1oded connections should be sanded 
with fine sandpaper and then tight- 
ened. 


Resistors 


Several types of resistors are used in 
electronic apparatus. The most com- 
mon type is the wire-wound resistor 
with an insulating shell of ceramic or 
high resistance material which has 
been baked around the resistance ele- 
ment. 

A second type of wire-wound re- 
sistor frequently used is the adjustable 
or variable. On this type, the ceramic 
or vitreous enamel coating does not 
completely enclose the resistance ele- 
ment. One side is exposed and a 
slider, which is free to move along the 
exposed portion, is attached. The 
slider may be clamped securely in 
place when the desired resistance value 
is obtained. A third type of resistor 
is the carbon bodied resistor with an 
insulating shell. 

The connections to these three 
types of resistors are either ferrule or 
pigtail type. The ferrule type consists 
of metal clips into which the ends of 
the resistors are inserted. The pigtail 
type has leads which are easily soldered 
to make the connection. Work on re- 
sistors involves inspecting, tightening 
and cleaning. 

Do not touch resistors immediately 
after the power has been shut off as 
they are usually hot, and severe burns 
may result. Inspect coating of the 
ceramic resistors for signs of cracks 
and chipping—especially at the ends. 

Look on the body of all types of 
resistors for blistering, discoloration 
and other indications of overheating. 
(Overheating on a Koolohm resistor 
can be detected by noticing the dot on 
its ceramic body. This dot is normally 
orange. If it is changed to a brown 
color, the resistor has been over- 
heated.) 


MAINTAINING ELECTRONIC EQUIPMENT 


Inspect leads, clips and metallic 
ends of the ferrule type resistors, and 
all other connections for corrosion, 
dirt and looseness. 

Check all resistor mountings for 
looseness. Do not attempt to move 
resistors with pigtail connections be- 
cause there is danger of breaking the 
connections at the point where they 
enter the body of the resistor. Such 
defects cannot be repaired. 

Tighten all resistor connections and 
mountings whenever they are found 
loose. If a resistor is allowed to re- 
main loose, vibration may break the 
connections or damage the body. The 
tension of the resistor clips can be 
increased by compressing them with 
the fingers or a pair of pliers. Using 
the fingers is preferred. 

Clean dirty or corroded connections 
of ferrule type resistors using a brush 
or a cloth dipped in cleaning fluid. 
If the dirt or corrosion persists, use 
fine sandpaper such as No. 0000. 
After cleaning, the ends should be 
wiped clean with a dry cloth. 

Be sure the insulated resistor (such 
as the large vitreous enameled resistor) 
is kept clean in order to avoid flash- 
over or leakage between the terminals. 
Ordinarily, wiping the resistor with a 
dry cloth will be sufficient; however, 
if the dirt deposit is unusually hard to 
remove, use cleaning fluid. 

Resistors with discolored bodies 
cannot be cleaned. Discoloration is 
indicative of overloading at some time 
prior to the inspection and is prob 
ably due to circuit trouble, which 
requires analyzing. 


Relays 


In electronic apparatus, relays are 
used for the following functions: 

1. As contactor relays to close 
power circuits. Their contacts are de- 
signed to carry large amounts of cur- 
rent. 

2. As interlock relays to associate 
two different components or circuits 
in such a way that one will not oper- 
ate unless certain conditions are ful 
filled by the other. 

3. As overload relays to operate 
when the current in the circuit ex 
ceeds the predetermined value. They 
are generally used to protect the equip- 
ment. 

4. As time delay relays to protect 
equipment. In general, this type of 
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relay can be adjusted to operate after 

a period of a few seconds or action 
can be delayed as long as 50 minutes 
The time delay relay is usually used to 
allow a certain component to heat up 
before other potentials or components 
are turned on. 

Relay contacts are usually of two 
kinds—hard surface or soft surface 
types. Hard surface contacts are made 
of various alloys. The soft surface con- 
tacts are of two kinds: Solid silver and 
silver-plated. Knowledge of the kind 
of material used in the contacts is im- 
portant. Improper cleaning of silver- 
plated contacts will soon remove the 
plating. The care of solid silver con- 
tacts deserves special attention as they 
are made of soft metal which will wear 
away at an excessive rate if carelessly 
cleaned. 

Relay contacts are of various shapes, 
depending upon their size and applica- 
tion. In some instances both contacts 
are flat; while in other cases, one con- 
tact is convex and its mate is flat. The 
original shape of a contact must be re- 
tained during cleaning. If burning or 
pitting has distorted the contact so 
that it must be reshaped, the original 
shape must be restored. It is essen- 
tial that maintenance men familiarize 
themselves with all details of relays by 
examining them while they are in 
good condition. In this way they will 
be prepared to do their work well. 

Relays enclosed in glass, bakelite or 
metal cases require the removal of the 
cover for maintenance. Some relays 
are not covered but must be partially 
disassembled in order to inspect con- 
tacts and completely disassembled in 
order to clean the contacts. Some re- 
lays can be inspected and cleaned 
without being removed from their 
mountings or taken apart. Although 
specific instructions for removing re- 
lays are given under the individual 
maintenance items in the instruction 
book supplied with the apparatus, a 
few details apply to all relays and are 
presented here for general guidance. 
Before removing a relay, take these 
steps: 


Removing Relays 


1. Examine the base of the relay to 
determine the location of the mount- 
ing screws. If possible, examine the 
other side of the panel and determine 
how the screws are fastened in place. 
Panels, covers or other parts often 
must be removed prior to the removal 
of the relay. Determine what must be 
done before attempting to remove it. 
This will save time and prevent dam- 
age to equipment. 

_ 2. Attach a tag to each relay term- 
inal, with a number or letter on it; and 
attach a tag with the same identifica- 
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“Boss, I’m not so sure about that new man—I told him to be sure and throw 
the switch when he leaves tonight and he wants to know where to throw it!” 


tion mark to the associated connecting 
lead. 

3. Remove each lead from its termi- 
nal and bend it carefully out of the 
way. When the leads are reconnected, 
match terminals and leads that have 
corresponding numbers or letters. 


Inspecting Relays 


Inspect the relay to detect abnorin- 
al conditions. If the contacts are not 
readily accessible, they should be in- 
spected with the aid of a flashlight 
and a mirror. The mechanical action 
of the relays should be checked to 
make certain that when moving and 
stationary contacts come together they 
make positive contact and are direct- 
ly in line with each other. The arm- 
ature or plunger mechanism should 
move freely, without binding or drag- 
ging. Do not damage or misalign the 
relay mechanism. A relay is consid- 
ered normal if it meets all of the 
following requirements: 


1. The assembly is free from dirt, 
dust and other foreign matter. 

2. The contacts are not burned, 
pitted or corroded. 

3. The contacts are lined up and 
correctly spaced. 

4. The contact springs are in good 
condition. 

5. The contact moving parts travel 
freely and function in a satisfactory 
manner. (The solenoids of plunger 
type relays must be free from ob- 
struction.) 

6. The connections are tight. 
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7. The wire insulation is not frayed 
or worn. 

8. The relay assembly is securely 
mounted. 

9. The coil shows no sign of over- 
heating. 


Tighten all loose connections and 
mounting screws, but do not apply 
cnough force to damage the screw 
or break the parts it holds. Do not 
start a screw with its threads crossed. 
If a screw does not turn easily, re 
move it and start over again. 

Clean the exterior of the relay with 
a dry cloth. If it is very dirty, clean 
it with a cloth (or brush dipped in 
cleaning fluid) and wipe the surface 
with a dry cloth to remove the film 
left by the fluid. If connections are 
dirty and corroded, remove, clean and 
replace them carefully. 


Maintenance Relay Contacts 


Hard alloy contacts will require the 
following maintenance: Clean dirty 
contacts by drawing a strip of thin, 
clean cloth or paper between them 
while they are held together. In some 
cases, it may be necessary to moisten 
the cloth with cleaning fluid. Use a 
dry cloth or paper strip for polishing. 

Clean corroded, burned or pitted 
contacts with a burnishing tool. This 
tool is not a file and is used on relays 
with extremely hard contacts. A con- 
tact should not be burnished unless 
it is found to be pitted or oxidized, 
and then not any more than is neces- 

(Continued on page 88) 
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Historical Music Box Display 


Ties-In with 


1E DISPLAY on the floor of 

Rose Brothers, Kansas City’s larg- 
est Philco dealers, brings in visitors by 
the scores. 

Oscar Rose, who has charge of the 
radio department of the firm, prob- 
ably owns the most valuable collec- 
tion of music boxes and _ historical 
phonographs in the country. His 
hobby of collecting examples of the 





Radio Sales 


pre-Edison day Reginas, Celestas, and 
Symphoniums, which use steel tune- 
sheets to make music, has been used 
to advantage since there is no radio 
and electrical appliance merchandise 
to display. 

Accordingly he moved his collection 
down to the store and set it up, and 
the number of visitors it continually 
attracts is amazing and is resulting in 
a large amount of advertising and 
goodwill. 

It is common to find high school 
classes accompanied by their teachers 
making a tour through the store, al- 
though it has been many months since 
a new radio was on display. 

The forerunner of the modern 
“juke” box is there and it shows the 
“blood tie” in size and appearance. 


All of the instruments in the dis- 
play are legitimate ancestors of me 
chanical music for the home, of which 
the radio and the electric phonograph 
represents the latest growth. 

The music box was invented in 
Switzerland in the beginning of the 
eighteenth century, and an early au- 
thor in commenting said: 


“Man was put on earth with two 





Rose Brothers, one of Kansas City’s largest radio dealers, has capitalized 
fully on the firm’s collection of antique music boxes, phonographs, juke 
boxes, and other mechanical musical devices. Arranged as a museum for 
public inspection during the period when the radio display floor was bare, 
this exhibit has brought in many visitors, including entire classes of school 
children. Small photo shows a closeup of one of the exhibits, 
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hands and five senses as working 
tools, and above all, a God-given 
spark of curiosity.” 

The author intimates that with his 
tools and his curiosity that man de- 
veloped the music box from the in- 
vention of the musical steel comb. 

Examples on the floor of the Rose 
store show that the music box de- 
veloped into elaborate and precision 
instruments selling in those early days 
to the rich citizens for $200 to $1,500. 

While all of the examples are 
spring motored machines, along in 
the “cartel” period an electric music 
box was invented by Leonidas 
Wooley, which was characterized by 
“a revolving armature which acted as 
the driving power and the balance 
wheel.” 

One invention after another im- 
proved the music box and widened its 
scope—all those owned by~Mr. Rose 
play and are in perfect condition and 
the music and tone quality are sur- 
prisingly good. 

One of the most highly prized 
exhibits is one with a cabinet of in- 
laid rosewood, which plays 12 tunes 
and imitates a mandolin and has a 
tiny drum on which a cam actuates 
several drum sticks at just the right 
time. 

About the time the music box in- 
dustry was at its highest point, 
Thomas A. Edison recited “Mary Had 
a Little Lamb” into a horn and thus 
doomed the industry or at least re- 
duced it to modern powder-box level 
with one fell stroke. 


But Mr. Rose carries on from there. 
He has a copy of an original letter 
from Edison to Henry Ford, in which 
Edison states that the accidental dis- 
covery of the phonograph is a myth 
and that it was a result of years of 
study and experiment and that the 
first words recorded were his when he 
recited the first verse of Mary’s Little 
Lamb. 

Examples of this period are on dis- 
play showing the tiny cylinder type 
phonograph of the first models, the 
Jater somewhat larger “home” type 
recording and playing machine. On 
the “home” model the customer 
could have the satisfaction of record- 
ing and hearing his own voice, from 
which sprang the dictating machines 
of today. Home recorders have been 
available every two or three seasons in 
the radio field. 


In perfect step with history, the dis- 
play follows with early disc type 
phonographs, forerunners of today’s 
electric machines playing transcrip- 
tions and sometimes called “platters.” 

One of the most interesting features 

(Continued on page 88) 
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APPLIANCES COMBINED IN SINGLE UNIT 





| Revolutionary new unit includes household heating, complete | 
kitchen and laundry equipment, as well as bath room fixtures. | 


TRADITION smashing, home- 

building unit which consolidates 
household heating, plumbing, electric- 
al, bath, kitchen and laundry elements 
including major appliances, was re- 
vealed at a press conference recently 
by Roy C. Ingersoll, president of the 
Ingersoll Division, Borg-Warner Cor- 
poration. 

The unit was designed to make 
modern conveniences available at a 
price reduction which, according to 
Ingersoll, reaches down into the range 
of a large segment of American homes 
now on a substandard basis. 

Six million to seven million families 
will be able to advance into an un- 
dreamed of standard of living, accord- 
ing to computations made in behalf 
of the big Middle Western manufac- 
turing concern. 

Although factory engineered for as- 
sembly-line production with conse- 
quent lowered costs, the new unit goes 
far beyond the scope of its own utili- 
ties and appliances in its potential 
saving because the consolidation of 
tacilities permits a reduction in house 
cubage which is the essential index of 
housing costs. 

The Ingersoll unit is adaptable to 
both conventionally-built houses and 
pre-fabricated houses ranging in price 
from $3,000 to $10,000. 

Ingersoll said that he had commis- 
sioned seven of America’s outstanding 
architects to design 12 homes to show 
the wide flexibility and practical op- 
cration of the unit. These homes are 
now in process of construction at 
Kalamazoo, Michigan. 

As a result of the development of 
the mechanical core, the architects 
1eported to Ingersoll: that the use of 
the unit will revolutionize home plan- 
ning. 

Discussing United States census 
statistics showing that 14,320,000 
American homes lack a bath of any 
kind, 6,000,000 lack adequate plumb- 
ing, nearly 19,000,000 are without 
mechanical refrigeration, and 19,- 
802,000 do not have central heating, 
Mr. Ingersoll continued: 

“We believe, from our studies, that 
6,000,000 or 7,000,000 families are 
in a marginal situation where a reduc- 
tion in the expanse of building and 
€quipping a home will enable them to 


enjoy the American standard of com- 
fort and convenience. 

“We approached this problem by 
conceding that a material cost reduc- 
tion involved the smashing of many 
traditions. We literally took housing 
apart to see what it was made of and 
why it was made that way. As a re- 
sult we reached a very natural and 
logical conclusion which we believe 
will solve a great many of the prob- 
lems concerning low cost housing. 
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KITCHEN EQUIPMENT 


This answer lies in coordination of 
research, design and production tech- 
nique laid down on an assembly line 
and tailored to meet American needs. 

“Essentially we have developed a 
complete home utility unit, the core 
of which contains central oil or gas 
heating plant with thermostatically 
controlled forced warm filtered air, 
entire household plumbing, hot water 
heating, electrical connections and 
meters. This central core is a self- 
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| FLOOR AREAS, WALLS, cabinets 


DOORS AND WINDOWS | ee 
of kitchen, laundry and bath located - 
i according to individual house plans 








KITCHEN 
EQUIPMENT 
includes: 
refrigerator 







This is the basic diagram of the new Ingersoll home utility unit. Black 
area is the utility core equipped as indicated in white type. Builders will 
bring utilities up through concrete base, set the core in place, and connect 
pipes and wires. Core is completely enclosed with access for service through 
panels. A specially designed porcelain enameled chimney goes with it. 
There is also a cap from which hot air is distributed through the house. 
Complete kitchen, laundry and bath equipment are fastened to the core 
in the relative positions indicated. 
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contained package which can be rolled 
through the door framework and yet 
is so engineered for accessibility that a 
man can get inside and service it. On 
three sides of the core we have inte- 
grated in beautiful streamlined de- 
sign all the appliances and facilities 
which belong in the most modern 
kitchens, laundries, and bathrooms. 

“Around two sides of the central 
core are work counters with wall and 
counter cabinets, sink, range, refrig- 
erator, and many innovations in cabi- 
nets and accessories which are made 
possible by integrated design. Adja- 
cent to the kitchen facilities is com- 
plete laundry equipment. 

“On the third side are grouped 
bathroom fixtures and accessories de- 
signed for maximum utility and 
beauty. 

“Functional lighting has been pro- 
vided as an integral part of the kit- 
chen, bathroom and laundry. ‘The 
entire unit is mechanically ventilated. 

“All surfaces are finished with ma- 
terials selected for attractive appear- 
ance and easy cleaning. 

“Household utilities and equipment 
have been developed in the past as in- 
cependent units for individual produc- 
tion and distribution and these are 
now for the first time integrated to 
provide greater utility at lower cost. It 
was the genius of American industry 
that developed mass production tech- 
nique in the automotive industry and 
this now becomes available to the 
home building field. 

“We considered that this assembl- 
ing of the basic equipment to which 
the American family aspires was a 
1evolutionary step. In the past these 
facilities have been stuck here and 
there with pipes and ducts through 
various inner and outer walls in dis- 
organized and wasteful manner. We 
have developed an integrated assembly 
which we believe allows maximum 
flexibility to architects and builders 
in home planning. 

“We will not produce houses for 
sale. However, we have employed 
outstanding architects and consultants 
in the low and medium cost housing 
field, and commissioned them to de- 
velop a variety of house designs for 
experimental purposes. At the same 
time we purchased rolling land on 
the edge of Kalamazoo, Michigan, and 
contracted for the construction of 12 
of these designs immediately; in fact, 
three of them are already under roof 
at this date. The variety and price- 
range covered by the designs reveal 
the marvelous flexibility of the unit 
from an architectural standpoint. 

“A further purpose of the Kalama- 
zoo construction program was to test 
out the units under practical living 
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conditions in fairly severe climate. All 
the building details, the prices and 
designs, will presently be made avail- 
able to the public. The first of the 
homes to be completed is heated with 
cil. Variations in the unit are pro- 
vided such as electrical ranges and hot 
water heaters. The choice is also 
offered between heating with gas or 
fuel oil. 

“The first and smallest of the 
homes is a demonstration of the re- 
duction in cubage made possible by 
the unit and cubage is the measure of 
cost. It has every one of the conve- 
niences which the unit supplies plus 


a hitherto unobtainable compact- 
ness that can be put into any low 
cost home. This house can be dupli- 
cated in severe northern climates to 
sell at a price under low-cost ceilings. 

“The unit is adaptable both to con- 
ventionally-built houses and prefabri- 
cated houses ranging in the low and 
medium price ranges. 

“Many new building conceptions 
are created by this unit which will be 
revealed in detail from time to time. 
However, this much can be said, that 
the unit is going to accomplish these 
benefits for several million families: 

(Continued on page 87) 





Lamps and Insulation 
Keep Dealer in Business 


TIRING and building homes 1s 
" the program of C. L. Trexler 
& Company, a new electric appliance 
firm, of Concord, N. C., and the sale 
of homes with electric kitchens com- 
pletely installed is one of their goals. 

C. L. Trexler is manager of the 
new firm, and his silent partner is a 
building contractor. Some of the post- 
war homes that they intend to sell will 
be completely equipped with electric 
kitchens. 

He will also add a house wiring de- 
partment, and this department will 
take care of the house wiring in the 
new homes built by the contractor. 

The new firm opened in March, 
and they expect to open another 
branch in Kannapolis, N. C., in a few 
months. They have already obtained 





their appliance franchise for both 
towns. Mr. Trexler formerly was in 
charge of the appliance department 
of the Ritchie Hardware Company, of 
Concord and Kannapolis. 

While appliances were frozen, he 
stocked floor and table lamps, light 
bulbs, insulating material, and did ap- 
pliance repairing. 

A new item that has already had a 
representative sale is a “heat deflector” 
material in roll form. It consists of a 
metal reflector surface on a paper and 
is sold from a roll. It is used to go 
behind radiators and stoves and re- 
flects the heat, giving the unit better 
radiation. 

Mr. Trexler expects the insulation 
business to fit right in with the busi- 
ness of wiring and building homes 
and present indications are that he 
is right. 





C. L. Trexler, of Concord, N. C., demonstrates an indirect type lamp. 
The newly organized appliance dealership will also include an electrical 
contracting department. 
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e- ‘ Because: The straight groove eliminates the 
ar possibility of drawing a nut tight against an 
“arched” section which is out of contact with 
“ j the strand. WRONG RIGHT 
i. Clamping area reduced by warped Hubbard Clamps have full clamping 
section. Causes slippage at low area. Hold to breaking strength 
eS strains. of most strands. 
1e 


Because: The straight groove fits any and all 
twists, right or left hand and a variation in 
diameter without creating any high spots to 
lessen clamping area. 





” RIGHT 
High spots in clamp reduce clamping Hubbard Clamps fit snugly over 
area, cause slippage and injure strands any and all twists right or 


left and variations of diameter. 


WO 


Because: Bell-end grooves prevent injury to 
the strand. 


Because: High carbon bolts prevent stripping 
ot elongation. Heads are locked against turn- 
ing while tightening—and the whole clamp is 
protected against corrosion by the best process 


commercially used — HUBBARD DOUBLE- 


WRONG => RIGHT 


Sharp edge from sheared section Rounded ends of Hubbard Clamp 
DIP HOT GALVANIZING. injures and weakens the guy at end sections protect strand. 
of clamp 
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Production Line 


-RODUCTION LINE methods 

of manufacturing shipping 

crates for repaired motors by using 

predetermined sizes and prescribed 

methods of assembly not only save 

time and money in production but 
insure a uniformly safe crate. 

Since inaugurating production linc 
shipping crate building in their plant, 
the Armature Winding Company, of 
Charlotte, N. C., have never had a 
damage claim due to faulty crating. 
All motors arrive in the same condi- 
tion in which they left the plant. 

The sizes of the skids, the number 
and sizes of the boards that go around 
and up, and all particulars, are speci- 
fied for the building of crates for all 
sizes of motors. 

Besides being safer and more eco- 
nomical to produce, the uniform crate 
has better appearance, and due to 
methods of construction, the crates 
are always square and shipshape, show- 
ing that they have not been haphaz- 
ardly built. 

Most of the motors are mounted 
on skids. The smaller motors are fast- 
ened to the skids with carriage bolts, 
and the larger ones are bolted down 
with lag screws. 


Sawing crate parts. 








Method 
Lowers Motor Crate Cost 


For instance, motors ranging from 
15 to 35 horsepower are fastened to 
4 by 4-inch skids with lag screws and 
washers, while 40-horsepower and up 
are lagged to 3 by 6 or 4 by 6-inch 
skids. 

By having a list of materials and pre- 
determined sizes for crates, uniform 
and safe crates can be made by in- 
experienced labor by merely cutting 
the material on the list. 

Equipment used is a power saw 
with a length gauge, such as used by 
building contractors. 

For instance, a specification might 
call for cutting four risers out of inch 
material 3¥2 inches wide and 2 feet 
long. Suppose four such crates were 
to be built. The builder would set the 
length gauge on the saw for two feet 
and then pick up all the short pieces 
of the right size and run them through 
the saw with the result that 16 risers 
have been cut in about the time it 
takes to pick up the material, and all 
the shorter lengths have been used if 
there are any. 

An electric drill on a stand is 
equipped with several sizes of drills 
for wood. This makes drilling holes 
for the bolted sections quickly and 


Assembling parts. 
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easily accomplished. 

After material is cut and holes 
drilled, the crate still has to be built 
and squared up. For this they have 
made a steel-topped table. On two 
sides a steel strip makes a permanent 
square. This is also arranged to auto- 
matically allow upper cross pieces to 
project three-fourths of an inch to 
accommodate the thickness of top 
pieces. Nailing is also done on the 
steel table. 

There are other advantager to the 
system. One is that it is probably the 
best method for eliminating waste in 
use of lumber and makes it easier to 
use old lumber from incoming crates 
and packing boxes. 

Another advantage is that crates 
can be made up in advance and 
stacked in semi-finished form ready for 
the motors. By being able to com- 
plete crates in advance, it may become 
possible to use idle moments in the 
labor setup. 

By reducing the building of crates 
to a science, labor that is used to strip 
can profitably be used also for build- 
ing crates. 

Doubling up of this kind in any in- 
dustry usually leads to difficulties and 
complaints, but the crate-building rou- 
tine is such a pleasant one that there 
have been no complaints in the Arma- 
ture Winding Company plant. 





Streamlining Electrically 

New designs, lighter materiais, 
higher speeds and forced ventilation 
have reduced specific weight in air- 
craft generators from 43 pounds a kilo- 
watt to 4.2 pounds per kilowatt in 
the last five years. 








Finished motor crate. 
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We've taken a long stride forward 
in making it still easier for you to 
make money with SAMSON Auto- 
matic Irons! We've put each one in 
a handsome, colorful package that 
is an eye-catcher from every angle 
--- that tells the big features of the 
iron...that, on your counter, in your 
window, or even on your shelves, 
forms a self-selling display. 


Remember, too, that the new 
SAMSON Automatic Irons have the 
same time-tested, sales-making 
features, plus even finer materials 
and construction than ever before. 

Thus you will benefit from factors 
destined to increase still further the 
consumer acceptance Samson has 
established by providing appliances 
of distinction at popular prices: 


a © E 


SAMSON UNITED CORPORATION, ROCHESTER 10, N.Y. 





ELECTRICAL SOUTH for NOVEMBER, 1945 


Samson United of Canada, Limited, Toronto 


GLE 
IN A PACKAGE AS GOOD AS THE PRODUCT! 


oo 


IN YOUR WIND 


ON YOUR SHELVES... 








ON YOUR COUNTER... 
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NEWS of the INDUSTRY 


National and Southern 


T.E.C.A. Holds Two-Day 
Session in Chattanooga 


A meeting of the Tennessee Elec- 
trical Contractors Association was held 
at the Read House, Chattanooga, 
Tenn., October 22 and 23, with Presi- 
dent A. C. Gross, of Memphis, presid- 
ing. 

The Monday morning session open- 
ed with a brief welcome from Mayor 
E. D. Bass and a response by President 
Gross. A business session followed im- 
mediately, and a report of activities 
was heard from the Knoxville, Chatta- 
nooga, Memphis, and Nashville Chap- 
ters, given by R. M. Murphy, Philip 
Sweet, A. J. Thompson, and R. L. 
Farrar, respectively. 

President Gross addressed the group 
on a “Review of State Association Ac- 
tivities and Recommendations,” and 
Ray Edenfield, chairman of State Law 
Committee spoke on ‘Proposed State 
Electrical Law.” 

The election and installation of new 
officers closed the morning session. 

Addresses Monday afternoon were 
given by P. W. Curtis, Chattanooga; 
C. O. Carpenter, general sales man- 
ager, Knoxville Electric Power & 
Water Board; Buford Martin, repre- 
sentative of TVA; J. N. Stansell, 
Nashville; and H. N. Hill, Memphis. 

A technicolor movie, Walt Disney’s 
“Dawn of a Better Living,” prepared 
for the electrical industry by the 
Westinghouse Electric Corp., was 
shown at the Monday night dinner 
meeting. 

W. G. Hoffman, Knoxville; John 
Terrell, Chattanooga; A. N. Fried- 
man, Nashville; C. O. Davis, Mem- 
phis, gave talks during the Tuesday 
morning mecting, after which an open 
meeting was held with prepared dis- 
cussions by contractors from each sec- 
tion of the state. Charles A. Britton, 
senior field representative, Apprentice 
Training Service, Atlanta, then made 
a talk. 

Entertainment in the form of a 
sightseeing trip and golf filled Tuesday 
afternoon, and the meeting was high- 
lighted with a banquet Tuesday even- 
ing in the Read House Ballroom. ‘The 
Electric League of Chattanooga and 
the Tennessee Electrical Contractors 
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Association combined for this occa- 
sion. ‘I’. W. Moore, southeastern dis- 
trict manager Lamp Department, 
General Electric Company, addressed 
the assembly on “Lighting in the Fu- 
ture.” 

Besides President Gross, officers of 
this Association include W. G. Hoff- 
man, lst vice-president, Knoxville; W. 
A. Jewell, 2nd vice-president, Chatta- 
nooga; J. N. Stansell, 3rd_vice-presi- 
dent, Nashville; and Philip Sweet, 
secretary-treasurer, Chattanooga. 


G-E to Sponsor 5-Day 
Lighting Exposition 

What promises to be the largest 
and most comprehensive lighting ex- 
position in the history of the industry, 
sponsored by General Electric’s Lamp 
Department and called the “Victory 
Lighting Jubilee,’ will be held in 
New York City at the 17th Regiment 
Armory, November 26th through 
November 30th. 

The five-day exposition will, for 


the first time, have brought together 
under one roof a representative cross- 
section of the combined talents of the 
lighting fixture and portable lamp in- 
dustries. Virtually every manner of 
fixture designed to help “bring the 
sun indoors” for commercial, indus- 
trial, and residential needs will be 
featured in the forthcoming postwar 
victory lighting exposition. 

The outstanding event was con- 
ceived by E. D. Stryker, sales man- 
ager of lighting equipment promo- 
tion for G-E Lamp Department, Nela 
Park, Cleveland, Ohio. He will serve 
as director of the lighting jubilee ex- 
position, assisted by Arthur F. Loewe, 
of lamp department’s advertising di- 
vision. 

In announcing the event, Stryker 
said in part: 

“This Victory Lighting Jubilee has 
for its principal objective the collec- 
tive presentation of all the postwar 
thinking and designing of the fixture 
and lamp industries for mass accept- 
ance of buyers and users throughout 
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Here shown are Nela Park’s E. D. Stryker (seated), director of the 
“Victory Lighting Jubilee,” and Arthur F. Loewe as they discuss a blue- 
print of exhibit booth arrangements for the November exposition in New York, 
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the nation. G-E and its allied equip- 
ment manufacturers believe the ex- 
position will well serve the public 
interest. It should stimulate immedi- 
ate production of peacetime goods 
to satisfy the pent-up demands cre- 
ated during the past five years.” 
Invitations to exhibit at the expo 
have been sent to several hundred in- 
terior lighting fixture manufacturers 
and‘ makers of portables in all parts 
of the country. Initial response indi- 
cates that it will be a real problem 
to house all those who will have ac- 
- cepted. Apparently an intense eager- 
ness prevails among fixture folks ‘to 
show retail store buyers and whole- 
salers the results of their designing 
artistry and manufacturing ingenuity. 
In scores of booths to be erected 
at the armory exposition building, fix- 


ture makers will be afforded an op- . 


portunity to display recent and up-to- 
the-minute lighting fixtures, portable 
lamps, germicidal and infra-red units 
for use in a host of fields. 

While the expo will not be open 
to the general public, it is expected 
that the jubilee will attract an untold 
number of representatives from the 
electric utility, wholesaler, contractor, 
chain store, furniture store, building, 
and architectural fields. 

Extensively featured at the exposi- 
tion will be equipments using the 
new GE “circline” and “slimline” 
fluorescent lamps. It is also expected 
that the latest fixtures using germ- 
killing, heat-ray, and health-maintain- 
ing ultraviolet sources will be ex- 
hibited. 


South Texas IES 
Organized at Houston 


The first official meeting and ini- 
tiation ceremonies of the new South 
Texas chapter of the Illuminating 
Engineering Society, was held October 
5, and Harry G. Hrivnatz, Houston 
chairman, was presented with the 
charter and gavel. Mr. V. J. Graham, 
of Dallas, the past vice-president pre- 
sented the charter, and members from 
the chapter in Ottawa Canada pre- 
sented the gavel. It is the traditional 
custom that the last organized chap- 
ter present the next new chapter with 
the gavel. 

The board of directors is composed 
of leading men of the illumination 
engineers of Texas. They are H. G. 
Hrivnatz, chairman; W. H. Atkin- 
son, secretary; and M. R. Andrews, 
F, A. Covington, C. A. Granberry, 
R. M. Hamilton, L. E. Harris. ‘These 
men have been working for the past 
several months in organizing a new 
chapter for the South Texas, and at 
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the present their members total 56 
with eight new applications requested 
on the night of initiation, indicating 
the efforts and enthusiasm that these 
members have in organizing and de- 
veloping their chapter. 

The program committee was care- 
fully selected, and the program pre- 
sented at the first meeting, November 
1, at the Y. W. C. A. in Houston, 
was to feature Dr. D. B. Harmon, 
of the Texas State Dept. of Health, 
Austin. Dr. Harmon was to speak on 
“Lighting and Child Development.” 


Ceiling Prices Set 
On Refrigerators 


Ceilings for new household refrig- 
erators have been established at levels 
that will maintain, on the average, 
March 1942 prices to consumers, the 
Office of Price Administration has just 
announced. 

In a new regulation governing prices 
of “reconversion” refrigerators (those 
manufactured after July 1, 1945) at 
all levels of sale, the agency set the 
following ceiling prices: 

Manufacturers—ceiling prices in ef- 
fect on March 30, 1942, for the same 
or closely similar models, if these are 
higher than prices as computed under 
the individual reconversion repricing 
formula included in the regulation. 
Otherwise, each firm is eligible for an 
individual adjustment over its Octo- 
ber, 1941, prices to reflect legal in- 
creases in materials prices and basic 


wage rate schedules for factory work- 
ers. The allowance for profit will be 
either its own 1936-39 average, or half 
the industry average, whichever 1s 
greater, OPA said. 

Distributors—margins will be re- 
duced slightly over one percentage 
point as compared with “initial mar 
gins” (those included in the original 
asking price) on record in March, 
1942, but should yield returns at least 
as high as those realized in 1941, OPA 
said. 

Retailers — dollar - and - cent prices 
listed in the regulation or to be added 
later. These allow a margin in each 
case less than recorded 1941 initial 
margins by slightly over one percent- 
age point, OPA said. Here, also, there 
will be no actual reduction, dollar- 
wise or percentage-wise, in 1941 real- 
ized margins, the agency explained, 
since dealers will not find it necessary 
to accept trade-ins at above their re- 
sale value, or hold special sales in order 
to stimulate consumer buying. 

An extensive survey OPA made of 
specialty appliance stores, and avail- 
able data on other types of stores han- 
dling refrigerators, indicate that be- 
fore the war “realized” margins dif- 
fered from “initial” margins by ap- 
proximately four percentage points. 
That is to say, the prices actually re- 
ceived by dealers were sufficiently 
lower than the prices originally asked, 
or listed in the manufacturer’s cata- 
log, that the dealers’ margins were 
customarily reduced four percentage 





Vv. J. Graham, left, past regional vice-president of the IES from Dallas, 
presents H. G. Hrivnatz, center, chairman of the newly organized South 
Texas chapter, at Houston, the new charter, while W. H. Atkinson, right, 
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No Electrical Equipment Made Can Be Any Better Than Its Insulation 


NOW 


AVAILABLE! 





As one of the world’s largest and most 
experienced producers of insulating var- 
nishes, General Electric supplied millions 
of gallons during the war. 


These varnishes helped protect vital elec- 
trical components in our fighting equipment 
... helped keep electrical equipment on the 
job for steady war production. 


G-E Insulating Varnishes met—often ex- 
ceeded—exacting military and naval needs. 
This was made possible by General Electric’s 


45 years’ experience in insulating varnish 


GENERAL €@) ELECTRIC 


research and manufacture ...and meticu- 
lous adherence to rigid General Electric 
Quality Control precepts. 


Now G.E.’s huge varnish production capac- 
ity—plus expert technical service—is avail- 
able to peace industry. 


For full details consult your local General 
Electric Merchandise Distributor or write 
direct to Section RIMA- 1154, Resins and 
Insulating Materials Division, Chemical 
Department, General Electric Company, 
Schenectady 5, New York. 


G-E INSULATING VARNISHES 
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G. E. Offers a Complete Line of Insulating Materials 





points below the margin included in 
the original asking price. 

The margin reductions called for in 
today’s regulation—since they are fig- 
ured from “initial” rather than “real- 
ized” margins—are: paper reductions, 
only, OPA pointed out, and in many 
cases will yield returns even higher 
than those enjoyed in 1941. 

Variations in margins between 
stores and brands, which depended 
on the discounts dealers obtained, and 
reflected differences in their opera- 
tions, are not disturbed by the new 
regulation, OPA said. Customary dif- 
ferentials on sales to various classes 
of buyers also are maintained. 

Manufacturers will tag all units with 
the retail ceiling price, both as a serv- 
ice to retailers and as an aid in the 
enforcement of the new ceiling prices, 
OPA said. 

Manufacturers of new or substan- 
tially changed models may calculate 
their own reconversion ceiling prices 
by reference to ceilings already estab- 
lished for comparable models, OPA 
said. In this case, the ceiling for the 
new or changed model is found by ap- 
plying to the current unit direct cost 
of producing it, the percentage mark- 
up over the unit direct cost of the 
comparable model. Thus, on both the 
established model and the new or 
changed model, the allowance for 
overhead and profit will represent thc 
same percentage of the final selling 
price. 


Frigidaire’s Kitchen 
Modernization Program 


E. R. Godfrey, general manager of 
the Frigidaire Division, General Mo- 
tors Corporation, Dayton, Ohio, has 
announced the adoption of Frigidaire’s 
Kitchen Modernization Program 
which will bring a complete line of 
kitchen cabinet equipment to the 
public. Following closely on the heels 
of the announcement that Frigidaire 
would manufacture and sell home 
freezers in various styles, the sale of 
kitchen cabinet equipment marks the 
second postwar expansion of the 
Frigidaire line of appliances and 
should prove equally as important an 
addition to Frigidaire’s line of house- 
hold and commercial electrical appli- 
ances. 

The cabinet equipment will include 
base, wall, and utility cabinets and 
sink units, all of various sizes. Com- 
petitively priced and styled to compli- 
ment other Frigidaire products, the 
cabinets will be constructed of high 
grade steel and finished in white 
baked enamel. 
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The Frigidaire Division, General Motors Corporation, Dayton, Ohio, has 
announced the adoption of a Kitchen Modernization Program as one of 
the first postwar additions to Frigidaire’s extensive line of household and 
commercial electrical appliances. The kitchen cabinets (shown above) will 
be made of high grade steel, finished in white baked enamel and will be 
constructed to compliment other Frigidaire 
these Frigidaire kitchen cabinets will not be on the market until after 















kitchen products. Though 


January 1, 1946, it is anticipated that Frigidaire dealers will have sample [ 
displays before the end of the year, consisting of base, wall and utility 


cabinets 


“Packaged Centers” —standard pack- 
ages of various sizes for the refriger- 
ator, range, and sink centers—will con- 
stitute the majority of Frigidaire 
kitchen cabinet volume, but individ- 
ual units and complete kitchens will 
also be marketed. 

These cabinets will be available to 
all Frigidaire dealers, who, through a 
training program set up by the parent 
organization, will be instructed in 
kitchen planning and design. Though 
the Frigidaire Kitchen Modernization 
Program will not be in full swing un- 
til after the first of January, it is an- 
ticipated that all Frigidaire distributors 
will have a sample supply of the new 
kitchen cabinets before the turn of 
the year. 


“OPA Price” Replaces 
“Ceiling Price” Tags 


The words “OPA Price” instead of 
“Ceiling Price” soon will appear on a 
large part of the merchandise sold in 
retail stores, the Office of Price Ad- 
ministration has announced. 

Effective since October 15, 1945, 
any retailer of commodities other than 
food is permitted to mark or tag goods 
with the words “‘OPA Price,” wherever 
individual marking or tagging is re- 
quired by an OPA price regulation. 
The price may be shown in this way 
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and 


sink units. 


it 


on the commodity itself, its container f 
or wrapper, depending on the provi 
sions of the particular regulation. | 
To the shopper, the new wording 
will mean that the article is being sold 
at an OPA-approved price. Retailers 
may use the words “OPA Price” for 
goods priced exactly at the ceiling, or 
below the ceiling. 
The action extends to all goods sub © 
ject to individual marking require 7 
ments a permission previously granted 
to retailers covered by the retail pric 
ing chart regulation (Maximvm Price | 
Regulation 580). It will affect tex 
tiles, apparel, furniture and house 
furnishings covered by this and oth: 
regulations; household appliances and | 
other reconversion goods; in fact, | 
most of the things that consumers 
buy, except foods. However, it wil 
not apply to goods pre-ticketed by the 
manufacturer. 
As a result, the wording on pric 
tags will be more uniform from store 
to store, OPA said. In addition, rt 
tailers will be relieved of the burden 
of marking many articles with two | 
statements of price, one to show the | 
OPA ceiling, and the other to show [ 
the store’s actual selling price. Ut 
course, retailers who wish to continut # 
using the words “Ceiling Price” may © 
do so. 
Any retailer who decides to matk 
goods with the words “OPA Price 
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must put up a sign in type at least one 
inch high, in the premises where the 
articles are offered for sale and clearly 
visible to shoppers. The sign will 
read: “The ‘OPA Price’ marked or 
tagged on merchandise in this store is 
no higher than the OPA ceiling price 
of the articles.” 


Hotpoint Family Size 
Refrigerators Produced 


Refrigerator production that will al- 
low consumers to view and select 
models in dealers’ stores by Decem- 
ber, but no consumer deliveries in 
volume in time “for the family’s 
Christmas present,” Hotpoint offi- 
cials reported as the first electric re- 
frigerator since April 1942 rolled off 
the Edison General Electric Appliance 
Co. lines at Erie, Pa. Two models, 
both having seven cubic feet capac- 
ity, will comprise the company’s line. 

The first model off the line yester- 
day has “bright” trim, a “six-way” 
cold storage compartment, and humi- 
dity vegetable compartment; the 
other model is designed to sell at 
“lowest price.” 

A home freezer will go into produc- 
tion in January, according to Floyd 
M. Slasor, manager, refrigeration sales. 
He said that the first freezer will be 
top-opening with four cubic feet 
storage capacity. It will be automatic- 
ally controlled. 

Refrigerator production brings the 





Hotpoint’s “Doric”-7 cu. ft. 


company’s reconversion program to- 
ward completion with electric ranges, 
water heaters, and home laundry 
equipment now in production at Chi- 
cago and Bridgeport. Hotpoint dish- 
washers and disposalls are also being 
manufactured. 

The standard model is the Hot- 
point Doric EB7 with 7 cubic feet 
capacity, and 13.4 square feet shelf 
aiea. It has a newly designed Hot- 
point Thriftmaster unit, with increas- 
ed power. The exterior is coated 
with double Calgloss enamel, with 
the interior a one-piece porcelain con- 
struction. 

Equipment includes, pop-out ice 








Ward R. Schafer (left) vice-president, listens as F. M. Slasor, manager of 


refrigeration sales, 


Edison General Electric Appliance Company, explains 


rust-resistant qualities of sliding shelf in Hotpoint Doric EB-7 refrigera- 


tor, first model made since 1942. 


Other appointments include six-way 


cold storage compartment and high-humidity vegetable drawer. 
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cube trays, high humidity vegetable 
compartment drawer with heavy glass 
cover, one sliding shelf of heavy rust- 
resistant wire, and a six-way storage 
compartment. The over-all dimen- 
sions are: 59 inches high, 31 inches 
wide, and 2842 inches deep, includ- 
ing ventilation space and door handle. 

The “economy” Hotpoint Doric 
model is similar in exterior trim, fin- 
ish and dimensions, as well as in fun- 
damental operating parts. It does not 
have the sliding shelf nor humidity 
storage drawer of the standard model. 


Hotpoint Appliances 
To Be Priced Uniformly 


For the first time in the industry's 
history, major electric appliances will 
sell to consumers at uniform, nation- 
ally advertised prices, including deliv- 
ery at any point in the nation, and 
federal taxes. 

Edison General Electric (Hotpoint) 
Appliance Co. recently announced 
nation-wide pricing policy by which 
all of its appliances would be delivered 
to consumers in Chicago, New York, 
or San Francisco at a uniform price, 
instead of the formerly practiced 
f.o.b. factory policy. Previously the 
company had announced that its 
electric stoves and water heaters would 
sell at 1942 prices. 

The new policy covers refrigerators, 
home freezers, washing machines, 
ironers, dryers, dishwashers, disposalls, 
and metal cabinets, as well as ranges 
and water heaters, according to Ward 
R. Schafer, vice president. The com- 
pany has factories at Chicago, Ene, 
Pa., and Bridgeport, Conn. Schafer 
said the move was aimed at protect- 
ing the public against “unauthorized 
over-charges” that might result under 


the company’s announced low price | 


postwar selling plan. 


He noted that changes in wiring 00 


customers’ premises, where necessary, 
could not be included in the nation- 
ally advertised prices, but the other 
wise total price of each appliance 
would be national, and advertisements 
showing that were now in preparatiou 


War-Time “Freeze” on 
Refrigerators Removed 


Removal of the war-time “freeze” 
on distribution of domestic mechat- 
ical refrigerators, became effective 
October 10, 1945, according to Wat 
Production Board. The distribution 
control was the last to be removed of 
the 72 orders formerly administered 
by WPB’s Consumers Durable Goods 
Division. : 

Revocation of L-5-d is possible now, § 
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| G-E Range advertising volume tops 
any in the field! 


We're right in back of you... with 
magazine and radio advertising on 


G-E Ranges that’s outdistancing 


any other range promotion. 





vray ne 


THIS BIG “STOP-EM” DISPLAY 
STARTS G-E RANGE SALES—FAST! 





And every day— Monday through Friday 
(4 p.m., E.S.T., CBS)—the “G-E House 
Party” goes on the air for you! Art Linkletter, 
as the genial master of ceremonies, recently pre- 
sented a sparkling new G-E Range to former 
Army Sgt. Wayne L. Woods, a contest winner. 
(G-E Range promotion like this means sales!) 


Here’s a life-size G-E “Speed Cooking” display that’s 
loaded with sales appeal—and it’s ready for you, NOW! 

People can’t help stopping when they see this beau- 
tiful G-E) Range reproduction in your window! And 
see how it points out every one of those wonderful, 


exclusive G-F Range features! 


Each piece of the display is beautifully finished and 
sturdily constructed. 8 colors on the Range sheet. 10 
colors on the other two sheets. Worth so much more 
than the nominal cost of only $3.50. Order this sure- 
sales display from your distributor—today! 


These attractive side pieces 
offered separately! 


Order as many as you need from your distributor, ‘They're 
all colorful, hard-selling! Each set of side pieces .. $1.95 


Regularly, full-color pages in lead- 
ing magazines (with circulations 
totaling way up in the millions) are 
helping you sell! 








of reasons... 


the General Electric Range 
women are waiting for! 





Exclusive G-E features have buit ous G-E “Speed Cooking” possible! Really fast, 5 cooking 
huge preference for G-E Ranges! 
Leok at this! Recent surveys show that 2!4 times more women Oven and Broiler. | 


prefer G-E Ranges than any other range. There are plenty 


G-E Ranges offer wonderful, “wantable” features. And no 
other range has them all! So get started now, Get set to feature © No-Stain Oven Vent. Cleverly placed to help keep walls, 
the one with the features eciling, curtains cleaner. 


* Calrod Units. Most important, because they make marvel- a housewife’s out visiting or at the movies. 


speeds. Even, controlled. 


© Tripl-Oven. 3 ovens in one. Master Oven containing Speed 


© Tel-A-Ceok Lights. Tell instantly, in color, what heat’: on 
and where. 


e Automatic Oven Timer. “Watches over” oven meals while 








> Now, | 
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Help win the peace — Buy and hold Victory Bonds 











officials explained, because of the in- 
creasing rate of production, and the 
decline in the needs of essential users 
for whom new refrigerators were re- 
served during the war. 


Westinghouse to Hold 
Prewar Price Levels 


New electrical appliances made by 
the Westinghouse Electric Appliance 
Division, Mansfield, Ohio, which will 
soon be reaching trade and consumer 
channels, will be priced at their last 
prewar levels, it was announced by 
J..H. Ashbaugh, vice-president. 

Pointing out that there is little 
doubt that many cost factors applying 
to the new line of Westinghouse 
home appliances have increased ove" 
what they were on prewar lines, Mr. 
Ashbaugh said that the decision to 
“hold the lime” on prices is a direct 
fight against inflationary trends. 

“We will do everything in our 
power to keep increased costs out of 
our-manufacturing, sales, and distribu- 
tion work in an effort to maintain 
prewar price levels, or, if possible to 
reduce them,” the vice president 
said. 

Initial production of new Westing- 
house postwar electric appliances wii! 
be released at the prices that were ia 
effect on corresponding prewar models 
when production of home appliances 
was stopped at the start of the war. 

“This policy can only continue,” 
Mr. Ashbaugh asserted, “if, after a 
period of production experience, it is 
found that labor, materials, and other 
cost factors make a reasonable profit 
margin a possibility. 


Crosley Announces New 
Home Radio Receivers 


Improved radio reception and the 
elimination of many minor listener an- 
noyances have been made possible in 
the new postwar home radio te- 
ceivers through advanced engineering 
and manufacturing techniques re- 
quired in building military radio sets 
for the armed forces, R. C. Cosgrove, 
vice-president and general manager, 
The Crosley Corporation, stated in 
announcing Crosley’s first group of 
postwar home radio receivers. 

Nineteen different Crosley receiv- 
ers are included in the 1945-46 group 
of sets just revealed to the public 
through . Crosley distributors from 
coast to coast. 

First in importance among the fes- 
tures in the new Crosley radios is 
the patented “Floating Jewel” tonc 
system, which has been improved and 


6&6 





Crosley Model 66CP 





Crosley Model 56TP 





Crosley Model 56TC 


refined since its original introduc- 
tion in the last Crosley sets to be 
made, prewar, just before all civilian 
radio production was stopped. 

Flexible interpretation of radio re- 
ception is provided by the Crosley 
Master Tone Control, through which 
the radio listener can obtain, instantly, 
his choice of 64 different tone com- 
binations. 

Built-in signal web antennae, con- 
tinuous tone control, and world-wide 
reception on three broadcast bands 
are features of the new Crosley sets. 

In the group of 1945-46 Crosley 
receivers just announced are eight 
table models, two of which are radio- 
phonograph combinations. One of the 
combinations is equipped with an 
automatic record changer while the 
other has a manual record player. 
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Seven console receivers are includ- 
ed in the group. Of these, five arc 
radio-phonograph combinations, rang- 
ing in power from six to ten tubes. 


Kelvinator Launches 
Series of Meetings 


Kelvinator and Leonard appliances 
for 1946 took their initial bows before 
the company’s zone managers and 
distributors meeting in five cities re- 
cently. The meetings, coincident with 
the first shipments of new refrigerators 
to the field, touched off a series to 
be held throughout the entire organ- 
ization. 

Employing sound motion picture 
and slide film techniques, the first 
nieeting in Detroit was highlighted by 
an enthusiastic product presentation 
—the annual keynote activity absent 
since 1941. Headlining a number of 
important changes in the new refrig- 
erators, which are newly styled inside 
and out, was emphasis on frozen food 
storage. New sranges and details of 
the new Kelvinator and Leonard 
home freezers also played important 
parts in the meeting, with the product 
presentations being made by D. A. 
Packard, assistant general sales man- 
ager of Kelvinator, and Walter L. 
Jeffery, Leonard sales manager. 

Charles J. Coward, director of ad- 
vertising and sales promotion, out- 
lined the company’s comprehensive 
advertising and promotional program 
for the months immediately ahead, 
pointing up a rapid fire consumer ma- 
gazine advertising schedule, the com- 
pany’s new full-network radio show 
on Columbia, and an array of promo- 
tional aids. 

Occupying a major spotlight at the 
meetings was an outline of Kelvina 
tor’s new “Vocation-in-Sales” training 
program, which:.Charles T. Lawson, 
vice-president in charge of sales, de 
scribed as the most vigorous and im- 
portant activity of its type ever under- 
taken by the company. Designed 
with the two-fold purpose of aiding 
the retailer to rebuild his sales man- 
power and to open up new profession- 
al opportunities to returning service- 
men, the program was developed by 
Kelvinator with the assistance of lead- 
ing authorities in sales training and 
manpower selection. Much of the te- 
search and preparation of material was 
the work of the Psychological Cor- 
poration, of New York, which was 
responsible for important Army and 
Navy selection programs. 


Mr. Lawson told the zone mat | 


agers and distributors that “no other 
factor in the period ahead approaches 
the problem of sales manpower i 
importance.” 
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BY VOICE 
BY SOUND 
BY SIGNAL 


FOR YOUR PRODUCT 


Built-in annunciator indicates where 
eaks on this textile lo 


Whether you need a complete voice-to-voice communication system for 
your plant or a signal component for your product, Graybar has the answer. 
Graybar can supply everything from Webster Teletalk intercommunica- 
tion systems to electric bells and buzzers — Edwards Lokator paging 
systems — public-address systems — industrial horns, sirens, howlers — 
fire-alarm systems — traffic signals — Inter-Phones — annunciators — and 
all signaling accessories. 

A Graybar Specialist is ready to help you or your electrical contractor 
plan the system that will best serve your purpose. 

Check with Graybar also for motors, controls, wire, cable, lighting, ven- 
tilation, welding, and all your other electrical needs. Our nationwide 
network of warehouses assures the fastest deliveries possible under 

day's conditions. Graybar Electric Company, Graybar Building, New 

ink 17, N.Y. 
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New OPA Regulation in 
Sale of Wire and Cable 


A new regulation superseding all 
others governing sales of electrical wire 
and cable was announced by the Of- 
fice of Price Administration recently 
and became effective October 29, 
1945. 

The new regulation, which will be 
known in the industry as Maximum 
Price Regulation No. 82—Wire and 
Cable-—, is a revision of Revised Price 
Schedule 82—Wire, Cable and Cable 
Accessories—, and will include on its 
pricing lists every type of wire con- 
ducting electricity, including alu- 
minum and nickel-alloy. The old reg- 
ulation, OPA said, priced only cop- 
per, copper-clad and copper alloy 
wire. 

Omitted, however, from the pricing 
lists of the new regulation are cable 
accessories (cable connections) and 
portable “trouble lamps,” formerly 
under Revised Price Schedule 82, 
which have been transferred to Re- 
vised Maximum Price Regulation No. 
136—Machines, Parts and Industrial 
Equipment. 

Purpose of the new regulation, 
OPA said, is to simplify pricing metn- 
eds and make it possible for manufac- 
turers entering this field to price 
their products in line with prices al- 
ready established by other manufac- 
turers. 

Pricing methods under the new 
regulation will be based, OPA said, on 
the prices of various types of electrical 
wire in effect on the base dates. 
These dates are October 15, 1941, for 
copper wire, and March 31, 1942, for 
electrical conductor wires of other 
metals which do not contain cooper. 
An exception, however, will be used 
for wire, both bare and insulated, but 
even in this case the pricing procedure 
will be relatively the same as that here- 
tofore employed. 


Electromaster Outlines 
Merchandising Program 


Details of the new distribution and 
sales program for Electromaster elec- 
tric ranges and water heaters were an- 
nounced by Gerald Hulett, vice-pres- 
ident of the company, at a recent 
meeting of district managers. Repre- 
sentatives from this area who were 
present included H. K. Dewees, of 
Atlanta, Earl Sigler, of Houston, and 
Thomas Fielder, of Oklahoma City. 

Electromaster’s new plan as out- 
lined at the meeting embraces a wide 
variety of wholesale and retail outlets, 
including appliance, hardware, furni- 
ture, and department stores, as well 
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Gerald Hullett, vice-president of Electromaster, discusses sales plans with 

southern representatives at a recent meeting of Electromaster district man- 

agers. Shown, left to right, are H. K. Dewees, Mr. Hulett, Thomas Fielder, 
and Earl Sigler. 


as a select group of public utilitics. 
This contrasts sharply with Electro- 
master’s prewar merchandising pro- 
gram, which was directed exclusively 
through electric light and power com- 
panies. 

The meeting, opened by Electro- 
master President R. B. Marshall, was 
attended by individuals whose re- 
sponsibility it will be to carry the 
program into effect. These were, in 
addition to those mentioned above, 
Leonard Leavis, of New England; P. 
L. Miles, who handles the middle- 
west area; Albert M. Solen, of the 
Denver - to- Phoenix territory; Alex 
Kuehlthau, representing the North- 
west, and Edward Kramer, of the 
Iowa-Nebraska territory; Ben Sander- 
son, Of the state of California, and 
David Kirk, whose district covers Mis- 
souri. 

Other subjects included the design 
of the postwar Electromaster appli- 
ances, discussion of which was led 
by George W. Walker, industrial de- 
signer. The marketing program of 
commercial equipment was shown by 
Russell Bloomberg, sales manager of 
the Commercial Cooking Equipment 
Division. Advertising and sales pro- 
motion plans were outlined by Parker 
Holden, president of Holden, Cliff- 
ord, Flint, advertising agency, and 
Roy Blanchard, Electromaster direc- 
tor of advertising. R. Russell Brown, 
director of merchandising, presented 
the new products. Details on produc- 
tion were provided by Electromaster 
Vice-President H. H. Hubbard and 


I. J. Heinrich, service manager. I. R. 
Genthe, secretary-tréasurer, discussed 
sales financing plans. A cooking dem- 
onstration by Electromaster Home 
Kconomist Ruth Graham concluded 
the program. 


Pole Shortage Holding 
Up REA Construction 


Immediate steps will be taken to 
overcome the pole shortage which is 
holding up construction of REA- 
financed rural electrification systems 
all over the country, the U. S. Depart- 
ment of Agriculture has announced. 
The shortage amounts to at least 4 
million poles a year, and can best be 
met by developing new sources of sup- 
ply, according to Claude R. Wickard, 
Rural Electrification administrator. 
REA’s needs are about 3,000,000 
poles annually. 

Two sources appear most feasible, 
the farm woodlots of the South and 
the lodge pole pine forests of the 
Rocky mountains, where, according to 
a report of the Forest Service, there 
are 25,000,000 trees which can be 
used for making REA poles. 

Shortage of labor, both in the 
woods and at the treating plants, was 
reported as the chief reason for the 
present shortage in pole supply, at 4 
conference held recently at the De- 
partment. 

Capacity of pole treating plants was 
said to be adequate in the older pro 
ducing areas. Shortage of creosote and 
the probable necessity of using sub 
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That’s the Order of the Day at Premier 


@ These are the days when words are few and actions are fast 
at Premier! Every move is aimed at getting new Premiers out 
to dealers—in quantity, in quality, and as fast as possible! 







































to 
is Premier’s whole lifetime of experience is going into this drive 
A- for speed—34 years of know-how concentrated on the building 
= and merchandising of vacuum cleaners exclusively. To this 
experience new manufacturing techniques and skills have been 
rt added as the result of Premier's wartime service in making 
od. precision military equipment. 
4 : - _ see 
be But no one is forgetting that Premier is striving to meet more 
than just the urgent demand for speed, now. Premier’s under- 
ip lying purpose is always to build vacuum cleaners unsurpassed 
rd, in quality and performance—and to merchandise them with real 
or. punch and follow-through! 
00 That’s the long and short of it at Premier. You can depend 
on it... we're bearing down hard to get production up 
le, —fast! And while you’re taking orders now for new 
nd Premier Cleaners, under the Premier Priority Plan, we'll 
he continue to carry out the one big order of the day at 
to Premier: FULL SPEED AHEAD! | 
ore 
he [ 
yas 
he 
7) 
Ye- 
Premier joins wholeheart- 
vas | edly in welcoming home 
T0- all wearers of this badge 
rs | of Service Well Done! 
1b- | 
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stitutes for preservation were dis- 
cussed. 

At the conference were representa- 
tives of the pole supplying and wood 
preserving industries, the Forest Serv- 
ice and its Forest Products Laboratory, 
the War Production Board, Office of 
Price Administration, Reconstruction 
Finance Corporation, U. S. Employ- 
ment Service and the Army and the 
Navy. 

Representatives of the industries 
pledged full cooperation with REA ia 
finding the means of solving this prob- 
lem of pole supply. 


Sylvania Introduces 
Cold-Cathode K Lamp 


Addition of a cold-cathode K lamp 
to the regular line of fluorescent prod- 
ucts manufactured by Sylvania Elec- 
tric Products, Inc., was announced in 
New York recently by R. H. Bishop, 
general sales manager of the company. 
This new product rounds out a line 
which includes standard F type fluo- 
rescent lamps, Long-Slim lamps and 
circular fluorescent lamps, making 
Sylvania the first lamp firm to offer 
a complete line of fluorescent light- 
ing equipment. 

The new K lamps will be instant 
starting, and will have a rated life of 
10,000 hours, but unlike the F type 
fluorescent, a Long-Slim, and the cir- 
cular fluorescent lamps, their life wili 
not be appreciably affected by the fre- 
quency of on and off operation, be- 
cause, according to Mr. Bishop, fre- 
quency of on and off operation has vir- 
tually no influence on reducing life of 
the K lamps. “These characteristics,” 
he said, “will make the K lamp espe- 
cially adaptable for places where main- 
tenance is either difficult or costly.” 





The lamps, which will be available 
early next year through the usual dis- 
tribution channels, will be made in 
both 72” and 96” lengths of T8 
(1 inch) diameter, and will come in 
the standard white color, with soft 
white, daylight, and a wide variety of 
other color lamps to be added grad- 
ually. They will operate on a standard 
120-milliampere multiple ballast. 
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“I don’t care how you did it on your last job — we prefer filing letters 
in the files, Miss Morley!” 


Lampholders will be available as ac- 
cessory equipment for the K fluores- 
cent lamps and will permit their oper- 
ation in multiple. The base of the 
new lamp employs a special contact 


pin which fits into a lampholder . 


punched with a hole of similar design. 
“This variation in the design of the 
base has been made,” said Mr. Bishop, 
“in order to prevent the LS type fluo- 
rescent lamp from being inserted in a 
circuit designed for the K lamp, or 
cold-cathode type of ballast, as the 
two lamps have different starting and 
operating characteristics.” Lamphold- 
ers for higher voltage, where lamps are 
used in series, are also being devel- 
oped. 

To.be manufactured in the Danvers, 
Massachusetts, plant of Sylvania Elec- 
tric, the K fluorescent lamps will be 
made under accurate engineering con- 
trol and will be available in increasing 
volume during 1946. 


Better Wiring Featured 
In Westinghouse Program 


In connection with the program 
“Electrical Living in 194X”  intro- 
duced by the “Better Homes” De- 
partment of Westinghouse Electric 
Corporation, which has enjoyed splen- 
did support from the utility industry 
in the Southeast, the company an- 
nounces now that this activity will 
be supplemented with new and dra- 
matic working tools which can do a 
constructive job in selling better 
wiring. 
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Starting with the Sept. 8 issue of 
Saturday Evening Post, the company 
began a campaign featuring “Better 
Wiring” in its advertisements men- 
tioning electrical appliances. 


G-E Adopts National 
Products Pricing Policy 


The General Electric Company his 
adopted a national pricing policy on 
all its appliance products. 

In announcing this policy, C. R. 
Pritchard, general sales manager of 
the Company’s Appliance and Mer- 
chandise Department, said that “from 
now on, each G-E major and small 
appliance will be sold at the same price 
to consumers in every part of the 
United States—whether they live i 
Seattle, San Antonio, or Boston.” 

Prior to the war, the company main- 
tained a_national-delivered-one-price 
policy on small appliances such as 
irons, fans, toasters, and roasters. 

“This policy had tremendous pub- 
lic acceptance,” Mr. Pritchard said. 

“Consumers everywhere knew the 
prices of G-E small appliances because 
they were nationally advertised in 
newspapers, magazines, and over the 
air. 

“Now we are extending this adver- 
tised price policy in order to give the 
public the same advantage on all G-E 
home appliances—on_ refrigerators, 
home freezers, ranges, water heaters, 
washers, dryers, ironers, dishwashers. 
and Disposalls, as well as on small 
appliances.” 


T 
: 






WHENEVER a wartime building project 
is to be used for long-term, peacetime work, 
make sure that dangerous, short-lived wiring 
systems are replaced. 

Replace all “emergency” systems with full- 
weight, standard-threaded, rigid steel conduit 
systems like the one shown here, and you can 
stake your reputation on their performance. 

Youngstown’s full-weight, standard-threadéd, 
rigid steel conduit, long known everywhere 
under the familiar name of BUCKEYE, meets 
every exacting requirement of the National 
Electrical Code, furnishes full, permanent pro- 
tection against dust, dirt, moisture, vapors, 
vibration, explosion, or other damage. 

For maximum dependability, always specify 
BUCKEYE conduit. You can get it now through 
regular distributors. 


THE YOUNGSTOWN SHEET 
AND TUBE COMPANY 


Manufacturers of 
CARBON, ALLOY and 
YOLOY STEELS 
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The new General Electric prices 
will include the cost of delivery and 
federal excise tax, but because state 
and local taxes vary so widely, these 
are of necessity excluded from the 
national prices. And because installa- 
tion costs of and water heaters 
also vary in different localities, the 
national prices on these appliances are 
exclusive of installation. 

Mr. Pitchard said that General Elec- 
tric expects to announce its postwar 
national prices on all appliances in the 
next few weeks, following approval by 
the OPA. 


AIEE Subsection 
Formed at Charlotte 


A subsection of the North Carolina 
Section of the American Institute of 
Electrical Engineers was formed at 
Charlotte, N. C., October 5, with G. 
O. Bason being elected chairman, 
and E. R. Davis, secretary-treasurer. 

Otto Meier, Jr., and J. O. Kimrey, 
both of Durham, chairman and sec- 
retary, respectively, of the state sec- 
tion, attended the organization mect- 
ing. 

The subsection was formed in or- 


der to afford electrical engineers in 


the Charlotte area a chance to get 
together for discussion of advances in 
the engineering field and of mutual 
problems. 

“It is hoped that all electrical engi- 
neers interested will avail themselves 
of this opportunity to become affili- 
ated with the organization and ac- 
quainted with men in their profession, 
thus enabling the subsection to fur- 
ther the progress of electrical engi- 
neering,” it was stated. 


Office Lighting Topic 
Of Octting’s Speech 

R. L. Oetting, of the Lamp Depart- 
ment, General Electric Company, ad- 
dressed members of the Georgia Chap- 
ter, Illuminating Engineering Society, 
at a dinner meeting recently in At- 
lanta. “Office Lighting” was the sub- 
ject. of. his. speech...,. 

Mr. Oetting has been employed by 
the Lamp Department of the General 
Electric Company since 1936. He 
was graduated from the University of 
Wisconsin with a B.S. degree in Elec- 
trical Engineering, and continued 
with post graduate study in the School 
of Architecture, Western Reserve 
University. 

Members of the Atlanta Associa- 
tion of Building Owners and the At- 
lanta Chapter of the National Office 
Management Association were invited 
by the Society to attend the meeting. 
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Lighting Facilities 
Discussed by Lee 

There are more installations of +0 
foot-candles in use today than there 
were four foot-candle installations dur- 
ing World War I, Frank B. Lee, of 
St. Louis, Mo., district engineer for 
the lamp department of General Elec- 
tric, said in a speech in New Orleans. 

Speaking at a joint meeting of the 
Louisiana Architects Association, the 
American Institute of Architects, and 
the Illuminating Engineering Society 
of New Orleans, Mr. Lee said that 
because of greater efficiency of lamps 
and fixtures today, the initial cost 
and current costs are lower than they 
ever have been. 

“The problems of the illuminating 
engineer have been multiplied be- 
cause of the high efficiency of new 
light sources, and the demand for 
better control of the appliances for 
eye comfort,” he stated. 


Georgia Power Contest 
On Better Towns Opens 


A $6,200 letter-writing contest 
to encourage ideas for the develop- 
ment of tourist attractions in the 
cities, towns, and rural areas of Geor- 
gia has been announced by the Geor- 
gia Power Company in connection 
with the Better Home Towns pro- 
gram. 

All Georgians, except power com- 
pany employes and members of their 
families, may compete by submitting 
letters of not more than 1,000 words 
on the subject “The Tourists Are 
Coming!—How Can My Community 
Attract Them?” The contest opened 
Monday, October 15, and will close 
at midnight on December 14. 

Prizes will be awarded to winning 
contestants in three different groups, 
with a $500 Victory Bond as the top 
prize in each. 

This is the second prize contest 
conducted by the power company in 
the Better Home Towns program to 
help Georgians make their communi- 
ties better, more prosperous and more 
attractive, places to live by “down-to- 
earth” means that can be carried out 
immediately and without great ex- 
pense. A year ago War Bonds total- 
ing $5,200 were given for letters on 
“Five Ways to Make My Community 
Better”, with 7,027 Georgians com- 
peting. 

Better Home Town committees 
have been active in many towns and 
tural communities throughout the 
state, assisting local citizens in im- 
proving their property, providing rec- 
reational facilities and making their 
business establishments, marketing 


tacilities, hotels and eating places 
more attractive to home folks and vis- 
itors alike. ‘The services of power 
company representatives have been 
placed at the disposal of these com- 
mittees. 


Tennessee NISA Chapter 
Held Quarterly Meeting 


The Tennessee Chapter, NISA, 
held their quarterly meeting at Chat- 
tanooga recently with 20 members 
present. Methods and equipment 
were discussed. Mr. Lanahan, of the 
Tri-State Armature Co., reported the 
construction of a new 650 degree strip- 
ping oven, which is electrically heated 
and has automatic control. 

Discussion was held on the problem 
of surplus government property. A 
proposal was made that a coopera- 
tive and joint venture be organized 
to purchase equipment from surplus 
war plants in the Mid-South. A 
committee, composed of Ellis Fagan, 
S. U. Steffner, and M. M. Argo, 
was appointed to investigate and re- 
port on this proposal. 


Phillips’ Stations to 
Be Appliance Outlets 


Small country appliance dealers will 
face a new kind of competition if the 
Phillips Petroleum Co. goes ahead 
with present plans for making its serv- 
ice station-outlets the counterpart of 
country general stores. They will sell, 
according to the Phillips merchandis- 
ing blueprint, radios, ranges, refriger- 
ators, electric coffee makers, and all 
sorts of other electrical appliances, 
both major and minor. 

Phillips Petroleum service station 
operators will serve as order-takers and 
receive commissions on their sales. 
They will sell from a catalog or from 
floor models, and deliveries will be 
made to the consumer from a Phillips 
warehouse to be located centrally in 
each state. 


Jacobs Acquires Plant 
In Indianapolis, Ind. 


Rex C. Jacobs, president of F. L. 
Jacobs Co., Detroit, announced rec- 
ently that it has acquired a plant 
in Indianapolis, Ind., where it will 
assemble its Launderall automatic 
washing machine “and another prod- 
uct which we will announce shortly.” 

The F. L. Jacobs plant in Dowagi- 
ac, Mich., at which it was formerly 
planned to make the washing ma- 
chine, has been sold, Mr. Jacobs said. 
“We will get into much quicker pro- 
duction of the washing machine at 
the Indianapolis plant,” he stated. 
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NEW CCE PROMOTION PACKAGE 


-.-to help you cash in 






on the G-E Home Laundry Line! 


nt 


Yes sir—you're back in the home laundry business! 


And General Electric is all out to help you make it the 
biggest, most profitable home laundry business in the history of 












-m appliances! 
A We've prepared a complete new G-E Promotion Package. 
Ta- Everything you'll need to get back in the home laundry business 
ed with a bang. Mammoth displays. Demonstration ideas. Direct 
lus mail. 
A ba ° ‘ - 
m, And we're right there with up-to-the-minute advertising, too. 
am \ All through the past years, we've been advertising in leading 
a ‘ magazines and on the air, to the huge market that’s waiting. 
(Results of 20 authoritative surveys recently compiled by G-E 
show 3,145,000 people want home laundry appliances.) 
Now it’s up to you to show ’em and tell ’em 
you have wonderful new General Electric Home 
Laundry equipment. Ask your G-F distributor for 
sill your back-in-business kit—today! It’s well worth 
- its nominal cost. General Electric Co., Appliance 
- & Merchandise Dept., Bridgeport, Conn. 
Tv- 
of Here’s what you get in this 
ell, whopping-big G-E Self Starter Kit 
lis- 
er 2 window or store displays of Washer—actual size. 
‘all (First one shown here.) Side cards featuring “G-E 
es, House Party” and laundry equipment e Store 
Merchandiser—one-sheet poster size (Handsome 
| wooden frame, equipped with ads for merchandis- 
nd ing) @ Demonstration Kit e Dealer Mats e 
- Direct mail folders on rotary ironers, flatplate 
es. ironers, dryers, full line @ Booklets ¢ Dealer 
- catalog e¢ Handbook pages ¢ Vest pocket note- 
be , books. 
sm We're backing you up with 
” sell-packed magazine ads! And a radio show that’s a “‘pulleroo!”’ 
It's “The G-E House Party”"—a new daytime idea— | 
packed with fun, games, and thrills. (Monday through 
Friday, 4 p. m., E.S.T., CBS.) 
4 Art Linkletter as master of ceremonies has proved | 
ec- to be the hit of the daytime shows. Millions listen! A 
nt coast-to-coast audience, including your customers, who 
vill get entertainment, generously mixed with first-hand, 
- up-to-the-minute information about G-E Home Laundry 
7 f equipment. 
” 
y* “THE APPLIANCES MOST WOMEN WANT MOST" 
igh Striking color pages, like this, run regularly in these 
tly magazines ... - eka ee RO aes se ae: Beet ae eae. 
f Ciier'e (reaching 2,799,664 people) 
oa c. I arents (reaching 772,632 parents of small children) 
at Woman’s Home Companion (reaching 3,698,678 women 






Farm Journal (reaching 2,534,619 farm readers) 
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Department Stores Show 
Bendix Washer “B-Day” 


Over 500 department stores 
throughout the country used the Ben- 
dix automatic “washer” special de- 
partment store display for “B-Day,” 
according to W. J. Daily, advertising 
director of Bendix Home Appliance, 
Inc. 

The stores prepared and used iden- 
tical display material supplied to them 
in advance, and all unveiled their 





Bendix windows on Monday, Sep- 
tember 17th, announcing the arrival 
of the first model for demonstration 
purposes. The impact of these domi- 
nant main street windows, supporting 
the newspaper announcement adver- 
tisements, sent thousands of people, in 
every city, into the stores to view dem- 
onstrations. Records on orders taken 
are not yet completed. 

The display material consisted of 
four carefully designed posters which 
told the story of the product, a large 
gold identification shield, four border 
strips, copy ribbon, and two large 
sheets of heavy blue background 
paper. 


VEP Contention Upheld 
In Trailer Camp Dispute 


The Virginia State Corporation 
Commission entered an order Octo- 
ber 10 upholding the contention of 
Virginia Electric & Power Company 
that electric current supplied by it to 
the owner of a trailer camp may not 
lawfully be sub-metered and re-sold 
to tenants within the trailer camp. 

The Commission’s order disposed 
of a petition brought by Robert A. 
Bowman and the American Trailer 
Company, Inc., operators of trailer 
camps in Fairfax County, Virginia, 
near Washington, D. C. In the peti- 
tion, the operators sought (in effect) 
an injunction to prevent the power 
company from cutting off their elec- 
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tric current. VEP had warmed the 
operators that unless they discon- 
tinued the re-sale of electric energy 
to their tenants, the company would 
refuse to deliver further electric serv- 
ice to the trailer parks. 

The trailer camp proprietors agreed 
that the general principle applicable 
to re-sale problems is correct—that is, 
that a public commission may properly 
refuse to compel a utility to sell clec- 
tricity at wholesale to a retailer for re- 
sale at a profit. They attempted to 
show, however, that the new industry 
of trailer camps should constitute a 
justifiable exception, in that persons 
living in trailer camps are entitled to 
prompt and reasonable electric service. 

In its order, the Virginia Commis- 
sion found that the trailer camp oper- 
ators were in fact sub-metering and re- 
selling electric energy furnished to 
them by VEP “in violation of a pro- 
vision of the company’s terms and 
conditions of service.” This provision 
“has been on file with and considered 
reasonable by this Commission for a 
great many years; and such a rule of 
a utility company . . . is lawful, just, 
reasonable and non-discriminatory.” 
The trailer camps were given 10 days 
to cease the practice of re-selling en- 
ergy, and VEP was authorized to 
withdraw its service if re-selling were 
not halted by October 20. 


WPB Booklet Guide to 
Procurement Time Lag 


The War Production Board has 
issued a booklet entitled “Time Lag 
for Procurement” as a guide to the 
average time lag for the procurement 
of standard equipment of various 
kinds. It is offered as a general guide 
only and it is pointed out that it ap- 
plies to average conditions and does 
not take into account specific local 
conditions that might affect the pro- 
curement of some items. 

Of special interest in the guide is 
the indication of the month in which 
it is estimated that time lags will re- 
turn to normal pre-war conditions. 
Following are the data on selected 
items of interest to the electrical trade 
(months are 1946 unless otherwise 
indicated): 

Household and personal: Auto bat- 
teries, April; radio tubes, December, 
1945; bathtubs, March; kitchen equip- 
ment, March; water heaters, April; 
wool rugs, May; sheets and pillow 
cases, October; jeweled watches, June; 
other watches, March; alarm clocks, 
February; refrigerators, June. 

Tools: Auger bits, October; black- 
smiths’ tools, February; handsaws, 
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February; farm hand tools, February; 
carpenter hand tools, January; cross 
cut saws, October; scythes, January; 
tree pruners, December, 1945; light 
power-driven tools, June. 

Building materials, January-April; 
builders’ hardware, January-May; sheet 
metal building products, March-April; 
plumbing fixtures and equipment, 
March; storage tanks, April; doors and 
windows, July; conduits and fittings, 
January-February; fluorescent and in- 
candescent lighting fixtures, April; 
cast-iron pipe, June; fuses, April; 
screen wire, October; asbestos shingles, 
January. 


Jackson Leaves Rich’s 
To Found Monitor Co. 


Otis M. Jackson, general manager 
of Rich’s, Atlanta, since November, 
1943, has resigned that post to organ- 
ize the Monitor Company of Georgia 
under his own name. 

Associated with the Georgia Power 
Company for 17 years, the last five of 
which he served as sales promotion 
manager, he was connected with the 
WPB in a high official capacity for 
18 months prior to joining Rich’s, Inc. 

He is a graduate of Oglethorpe Uni- 
versity and is a director of the At- 
lanta Chamber of Commerce and 
holds membership in the Atlanta Ath- 
letic Club and Capital City Club. 

The Monitor Company will be a 
distributing organization for the par- 
ent Monitor Corporation of which 
Jackson will be a director. Among 
the 24 products distributed to inde- 
pendent dealers throughout the state 
are radios, cleaners, clocks, lamps, 
irons, home freezers, kitchen mixers, 
percolators, refrigerators, sewing ma- 
chines, television’ sets, all types of 
heaters, waffle irons and many other 
household appliances. 

Mr. Jackson expected his firm to get 
into full operation around Nov. i. 
His connection with Rich’s was termi- 
nated Friday, Sept. 21. 


Gulf Dealers See 
New Thor Products 


A two-day open house meeting of 
more than 125 Louisiana and Mis- 
sissippi dealers was held by the appli- 
ance division of C. T. Patterson Com- 
pany, New Orleans, to demonstrate 
the new Thor automatic washer for 
clothes and dishes, the Thor Gladiron, 
and the Thor sink combination. 

In charge of the meeting was A. 
G. Riddick, manager of the appliance 
division. C. T. Patterson Co. is dis 
tributor for the Hurley machine di 
vision of the Electric Household Util- 
ities Corporation, Chicago. 
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Flexibility 


BULLDOG UNIVERSAL /40¢06 DUCE 


LIGHT— ALL YOU WANT— WHERE YOU WANT IT! 


Results from plant lighting—as it affects quality 
and quantity of work—depend on the flexibility 
and dependability of the system from which it 
taps its current. 

Here is where BullDog’s nearly 50 years’ 
leadership in the electrical distribution field 
really counts. Universal Trol-E-Duct—pioneered 
by BullDog and proved by industry—is the best 
way to provide continuous electrical outlets for 
any type of lighting, wherever and whenever 
needed. 


Standardized and pre-fabricated in all its parts, 
it is completely adaptable—no re-wiring when 
machines are moved or entire plant layouts 
revised. It’s 100% salvable, too; the whole system 
can be dismantled easily and without loss for 
re-installation elsewhere. ; 

Why get along with old-style FIXED elec- 
trical outlets in your plant? Investigate Universal 
Trol-E-Duct—adaptable to fluorescent, mercury 
vapor or incandescent lighting. Consult BullDog 
field engineers or write us direct. 


BUY VICTORY BONDS SALVAGE PAPER 


BULLDOG 


ELECTRIC PRODUCTS COMPANY 


Also Manufacturers of 
Vacu-Break Safety Switches — SafToFuse 
Panelboards—Switchboards—Circuit Mas- 
ter Breakers— BUStribution Duct for 
“plug-in” power — Industrial Trol-E-Duct 
for movable “loads.” 


DETROIT 32, MICHIGAN 
In Canada: 
BullDog Electric Products of 
Canada, Ltd., Toronto. 
Field Offices in All Principal Cities. 
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The new Everhot 
Roaster embodies all 
the thrilling newness and 
exciting advancements the 
public is expecting to find 
in post-war products. You 
have much of interest to 





talk about when you are 
showing this new Everhot 
. . . features never before 
incorporated in such an 
appliance. 


Buy-Appeal 
Features 


@ Observation glass in lid. 

@ Combination in-built revolving 
temperature guide and cook- 
ing time-chart. 

@ New-type air and moisture 
control gives better flavor and 
appearance to all foods. 

@ Stain-proof cover. 

@ Turn-a-knob mechanical cover 
lifter. 

@ Deeper roasting pan assures 
more uniform cooking and 
better browning. 

@ Stainless steel covers for all 
utensils. 

@ In-built timer clock control 
optional. 








THE SWARTZBAUGH MFG. COMPANY 


Established in 1884 e Toledo 6, Ohio 
AUTHORIZED WHOLESALERS I!N ALL MARKETS 


16 
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Distributors See 
Youngstown Models 


“4 






Youngstown Kitchens’ postwar © 
models were shown for the first time 
when distributors met November 15 | 
and 16 at the headquarters plant in 
Warren, Ohio. 

Approximately 150 representatives 
from 57 distributing firms saw the 
kitchen equipment in full production, 
and display ensembles being loaded for 
shipment. Youngstown Kitchens in- 
tends to provide all dealers with a 
large floor display before it begins to 
ship warehouse stocks. 

A complete merchandising program, 
with all dealer helps, advertising, lit 
erature, and sales training material 
was presented at the session. Already 
208 distributor men have attended 
three-day training schools. 

Youngstown Kitchens’ new models 
reveal many changes in style, a great 
number of improvements, and 23 ad- | 
ditions to the line, sales executives 


say. 


Distributing Company 
Composed of Veterans 


A new distributing company, or 
ganized in Norfolk, Va., composed al- 
most entirely of veterans of World 
War II, will distribute electrical ap | 
pliances, radios, and general merchan- 
dise. \ 

Harry L. Snyder, general manager § 
of the Norfolk Distributing Company, | 
temporarily located at 151-161 Church | 
Street, Norfolk 10, Va., announced 
recently that this new firm had been 
negotiating with electrical manufac 
turers, for distribution and sales rights 
in the states of Virginia, North Caro 
lina, and the District of Columbia, 
for the past year, and now that ar 
rangements are completed, the firm 
will soon open its new offices and 
showroom in the heart of downtown 
Norfolk. 

All executives of the firm are ex 
perienced in retail merchandising, ad- 
vertising and sales promotion, as well 
as wholesaling and the distribution of 
merchandise. Members of the organ 
zation are young, enthusiastic, alert, 
conscientious, and aggressive. It is the 
policy of the firm “to endeavor to pro 
cure from manufacturers, the mer 
chandise that, dealers want most, and 
deliver it first.” 

Present plans call for an elaborate 
showroom and office, a medium si 
stock room, and service counter, and | 
a complete maintenance and repalf | 
section. Later on when merchandist [ 
becomes more plentiful, the firm will 
take over a large warehouse. 
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How to 


give more light for 


in a modernized 
store! 


Wanted: 


Inviting, inconspicuous, overall modern light. 
Lighting as smart and pleasing as the modern- 
ized Griswold section of Strouss-Hirshberg’s 
Warren, O., store. 


Problem: 


A minimum of structural change was desired. 
The ceiling had many irregularities. And a low 
balcony indicated the use of shallow units. 


Solution: 


The central station recommended continuous 
rows of Wakefield GRENADIERS (No. PG- 
2488) to provide good selling light on mer- 
chandise and cheerful, pleasing light on walls 
and ceiling for greater eye comfort. 


Since GRENADIERS can serve as a wiring 
channel for conduit, a minimum number of 
outlets were necessary. The hanging flexibility 
of these units made it easy to compensate for 
slight ceiling irregularities. And their shallow 
depth permitted GRENADIERS to be used on 
the low balcony and in the low area below it, 
as well as in the main store space. 






Your customers may have different problems; 
need different fixtures. But you can be sure of 
this: Wakefield will be glad to work with you 
for engineered lighting to fit. The F. W. Wake- 
field Brass Co., Vermilion, Ohio. 


Are your customers throwing away DOLLARS? 
— lighting maintenance—cleaning fixtures and 
walls and piiadamoonte double or triple their 
light. Urge them to get the lighting value they pay 
for. It's important to you! 


THE GRENADIER 


So 


THE COMMODORE 





ALSO THE ADMIRAL 
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: a ha No data file on electrical equipment is com- 
plefa without a copy of the FEDERALOG ...a dependable guide to 












| ONE OF TODAY'S MOST IMPORTANT CATALOGS pa 


the newest developments in Motor Controls Safety Switches, Circuit | 


j 
; 


Breakers, Service Equipment, Panelboards and Multi-Breakers, 


FEDERAL ELECTRIC PRODUCTS COMPANY, INC. 


EXECUTIVE OFFICES: 50 PARIS ST., NEWARK 5, WJ. + PLANTS: HARTFORD, CONN. » NEWARK, W. J. 
i i j / f 
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The organization will be divided 
into four distinct operating teams) 
consisting of the following divisions 
general management, sales promotion) 
division, commercial and industrial 
sales division, and the service and) 
maintenance and installation division 
Mr. Snyder stated that the names of 
the managers of the various division 
would be held in abeyance until the 
members of the firm had returned] 
from Europe and the Pacific, and wer 
discharged from the armed services, ty 
assume their new positions in th 
company. 





Bowman, Inc., Moves 
Into New Quarters 


Louis O. Bowman, Inc., have moved 
into their new establishment at Can 
Street, Ninth to Tenth, Richmond 19, 
Virginia. They serve as wholesale dis 
tributors of Sloane-Blabon floor cover 
ings, Crosley radios and refrigerator)” 
Proctor electric irons and toaster, Sile! 
steam irons and coffee makers, Sim 
plex automatic ironers, Royal vacuum 
cleaners, Meritas table oilcloth, Neso 
oil stoves and ranges, Automatic wash 
ers, Sessions electric clocks, Everead; 
batteries. 


From Radio Parts Jobber 
To Howard Distributor 


Expanding from radio parts jobbe 
to wholesaler of radios themselves, th 
Southern Radio Supply Co., of Nev 
Orleans, has been appointed southen} 
Louisiana and southern Mississipi 
distributor for Howard radios, 4 
phonse Schadler, president of the com 
pany, announces. H. W. Sargent, : 
radio sales veteran, takes over as salé 
manager for the new line. At its Sout 
Roman Street address in the Crescet” 
City, Southern Radio Supply Co. 
engaged now in erecting a modea 
two-floor building, commensutt 
with its new distributor status. 


Katz and Barnett. Are 
Hamilton Distributors 


The new firm of Katz and Bart” 
in New Orleans, La., has been # 
pointed distributors by the Hamilt: 
Radio Corporation for Olympic radi 

Milton Barnett, vice- -president 39 
general manager of the new finn, 
also merchandise and sales manag 
of the American Mattress Co. a 
General Chair Co. Harry Katz, 0% 
president of Katz and Barnett, is 
president of the other two firms 

Katz and Barnett will ope 
throughout Louisiana and Misi ‘ 
as distributors for other electrical 4 
pliances as well as radios. 
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LAST CALL FOR 


Christmas 


Immediate shipment on these popular 
SANTA CLAUS SELLERS to replen- 
ish your Christmas stocks. 


Dup.iex BiacksBoarpD 
No. 303 


Here it is! A 21%” x 24” Juvenile 
Blackboard that will sell on sight. 
Authentic Walt Disney decora- 
tions. Numerals and alphabet, 
‘PLUS plenty of writing and draw- 
ing space. Well built; neatly fin- 
ished. A stock item for “Santa 
Claus” Order NOW! 








No. 303. 21%" x 24"; individually 
- Xpecocimcte, Stoning ‘welds "er toes B 
of 12-80 Ibs, REEzY?... you bet! But sturdy and 
well constructed too. This Johnson Health- 
® aire “Special 12” is one of our most popular 
selling items. 


“SHOO-F LY Rocking Toy Four reasons for this stand out perform- 


ance are: 


Safe and‘sturdily built rocking toys in animal cut- 
out designs realistically finished in bright colors. 
Youngsters love ’em; and the Safety Seat and foot HANDY TO STOCK. They are individually 
rest make them a safe ‘“ : . 

choice for parents. Choice packed in special corrugated containers. 
of Pony (500-A), Doggie 


500-B) or Ki cc) © 
ae tnd sith aati . rig 2 EASY TO SELL. Reasonably priced for quick 
; turnover. 


SIMPLE TO INSTALL. Their compact size and 


construction save many hours of labor. 


No. 500, Pressed board 
sides, curved wooden rock- 


ne nda a 4 ECONOMICAL TO OPERATE. The “Special 
down, six to a carton. F 12” is designed to move the most air at 


Approximate shipping wt. 4 ee 
45 Ibs. per carton, ‘ mie Feo least cost. It solves any one of a dozen or 


more small ventilating problems. 





Tie-up with this fast-selling, profit- 


TOP ©@'LINE making item today. 


APPLIANCES 


TENNESSEE VALLEY 
ASSOCIATED MARKETERS 


GAMBILL BUILDING, NASHVILLE, TENN. 


Order from... 


Johnson Fan & Blower Corp. 


Order Now! H. C. BIGLIN, 177 HARRIS ST., N. W., ATLANTA 3, GA. | 
EEE OEE 
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EASIER TO SERVICE—Any part, 
either of the two coils or the entire 
unit can be replaced in a jiffy. A 
screwdriver is all you need. 


MORE PROFITABLE—Quicker serv- 
icing, smaller inventory and greater 
customer satisfaction mean more 
profit. Only two service sizes to 





“It’s easier 
to 
Sell the Best!’’ 


stock. CHROMALOX Adaptor 

Rings insure perfect fit in any 

Opening. 
Write for detaiis on CHROm. 
ALOX Triangular Unit and 
Catalog CF-145 describing 
complete line of CHROMA- 
LOX Range Units and Adaptor 
Rings. 


CHROMALOX POINTS OF SUPERIORITY 
* Ever-Level Cooking Surface 


—_* Sheathed in “‘inconel’”’ 


* Exclusive Surface Pattern 


* Two Cooking Areas 


* Easy to Clean 


oo © 


EDWIN L. WIEGAND COMPANY 
7600 Thomas Boulevard Pittsburgh 8, Pa, 


on new ranges and for replacements 


CHROMALOXK 








means ‘Electric Cooking at Its Best!’’ 


News About People 


Clark M. Osterheld has been ap- F 
pointed general manager of the Clark 
Water Heater Division of the Mc 
Graw Electric Company, of Chicago, 
succeeding A. E. Julian, who died 
recently. 

Mr. Osterheld designed and built 
one of the first storage type electric 
water heaters and holds over fifty pat- 
ents on improvements. He at one 
time manufactured the Clark heater, 
which bears his name, in Stroughton, 
Wisc., but sold his interest to Me- | 
Graw Electric Co., in 1928. He came > 


Cc. M. Osterheld 


with the company in 1938 as chief 

engineer in charge of research and de | 
velopment and was associated with | 
Mr. Julian in an advisory capacity. | 

Mr. Julian was a pioneer in the elec | 
tric water heating industry, having be- 
come connected with it in 1923, 
and he had held the position of ger 
eral manager of the Clark Division 
since 1928." At one time he was | 
chairman of the committee on electnc 
water heaters of the National Associ- 
ation of Electrical Manufacturers. 

* & # 

J. E. Nelson has been appointed a 
representative for Anderson  Brasi 
Works, Inc., Birmingham, covering | 
the state of Indiana, with the excep | 
tion of the Hammond District and 
for the state of Kentucky. Mr. Nelsvn | 
has offices located at 424 Peoples 
Bank Building, Indianapolis 4, Ind, 
and 209 Builders Building, Louisville 
2, Kentucky. 

* *& : 

Three important appointments to | 
the company’s headquarters sales stall | 
have been announced by M. G. 
O’Harra, vice-president and general 
sales manager of the Nozge division of | 
Borg-Warner Corp. : 

They involve three men who havé 
long been identified with the distr & 
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bution of household appliances and 
are well known in the industry: How 
ard L. Clary, named sales promotion 
manager; Harry J. Holbrook, manager 
of electric range sales, and John P. 
Morgan, southwest central regional 
sales manager. 

With their new appointments, 
Clary and Holbrook return to prviate 
business after three years with the 
War Production Board in Washing- 


ton. 
* %* * 


A. J. (Joe) Allen has been added 
to the sales staff of Emest T. Loyd, 
electrical manufacturer’s sales agent, 
of 198-200 Walton Street, Atlanta 3, 
Georgia. Mr. Allen, who was formerly 
associated with the South Atlantic Di- 
vision of the U. S. Army Engineers, 
will represent the Loyd agency in 
Tennessee and Alabama. 

R. E. Jones, Sr., will continue to 
represent the agency in_ Florida, 
Georgia, and North and South Caro- 
lina. 

* * 

Paul Brown, who has been Eastern 
Division sales supervisor for Alabama 
Power Co., has been named metr- 
chandise sales director in the office uf 
J. S. Sutherland, manager of the Resi- 
dential and Commercial Division. 

Mr. Brown came with the company 
in January 1924 as a salesman at ‘Tus 
caloosa. He served as sales supervisor 
for the Western and Northern Divi- 
sions before being transferred to An- 
niston in January 1929 as sales super- 
visor for the Eastern Division. 

Under his direction the Eastern Di- 
vision made many commendable sales 
records and both Mr. Brown and 
members of his sales force were, be- 
fore the war, the recipients of many 
prizes for their accomplishments in 
sales work. 

* * 

Albert Pfaltz has joined the staff of 
the National Electrical Wholesalers 
Association to engage in public rela- 
tions and promotional activities for 
that organization, according to an an- 
nouncement by Charles G. Pyle, man- 
aging director. 

Formerly associated with the Na- 
tional Electrical Manufacturers Asso- 
ciation for more than 10 years as pub- 
licity director and a member of the 
Senior staff, Mr. Pfaltz assisted in the 
organization of the National Adequate 
Wiring Program, the Rural Electrifi- 
cation Bureau, and pro of ths 
Electronics and Lighting Equipment 
Sections. He was editor of the “Ade- 
quate Wiring Reporter” and “NEMA 
News” and, during the war period, 
worked with the postwar planning 
and public information committees . 
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Wiring for convenience and econ4 


omy of maintenance’in hotel rooms! 
requires ample outlets, proper! 
placed, for floor, desk and bed 
lamps . . . fans and appliances . . 
located with special regard to the 
comfort and safety of guests. Thi 
photograph shows how Plugmold,} 
installed above the baseboard, is be-| 
ing specified for this purpose by an 
increasing number of hotel operators.| 
f 
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ba PLUGMOLD 


| No, 2100 Plugmold—Capacity: 6 No. 
12 R.C. Conductors with receptacles 
installed; 10 No. 12 R.C. Conductors 

| without receptacles. 

| 

| Eon ee 


Diagrammatic drawing shows typical in- 
stallation of Plugmold No. 2100 in hotel 
rooms. Outlets may be located exactly 
where required and in the number re- 
quired for adequate service. When re- ° 
decorating or re-arranging rooms the lo- 
cation of outlets or the number of outlets 
may be changed without disturbing the 
basic installation . . . making Plugmold 


ql 


~ 
~ 


an extremely economical long range in- 
vestment from the maintenance point of 
view, eliminating hazardous long exten- 
sion cords and the pilferage of plugs and 
accessories that has in the past proved a 
costly item, 
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ELECTRICAL 
CONTRACTORS 
gp Deginees publications 
ike » wit regate 
circulation of over 440,000 
monthly among your pros- 
ts and customers, carry 
iremold advertising mes- 
vse designed to HELP 
Yé BUILD BUSINESS. 
Tie in with this aggressive 
Promotion program, 


THE WIREMOLD COMPANY 
Hartford 10, Connecticut 









) KNow rour WIREBMOLD Pe 


SE 
BUSINESS BUILDER IN TOMORROW'S MARKET FOR ADEQUATE WIRING 









SOLD THROUGH ELECTRICAL WHOLESALERS .. . 
INSTALLED BY ELECTRICAL CONTRACTORS 





EVERYWHEREL 
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the NAME WOMEN KNOW! 


Liven housewares sales with this con- 
sumer-accepted “best seller”! Fair-traded 
for FULL profits, backed by potent 
advertising ‘in leading magazines, made 
with PYREX brand glass—and priced 
LOW to sell QUICKLY. 


The PLAN Behind The PRODUCT? 


PROTECTED Profits! 
Aggressive PROMOTION! 


errs 


Distinguished DESIGN! 



















BIN A CLASS BY ITSELF] 


purcn CLOTHLESS 
FILTER 

The biggest “LITTLE” thing 
in coffee makers! Can't fall 
out; no cloth or paper; virtu- 
ally unbreakable; fits ALL 
standard makes. It’s R-E-D 
HOT! 











VACULATOR -: CHICAGO 6, U.S.A. 





FREE! 

DISPENSER 
STOPS the 
prospect;: 
TELLS the 
etory; 
MAKES the 





































in Beams.... 


















EFFICIENCY INSULATOR SUPPORTS 


- . » Eliminates Drilling or Burning Holes 


Lasts Indefinitely! 


@This support is designed for. support- 
ing porcelain and. glass insulators to 


‘beams and angles in open steel con- 


struction of all kinds. Because it clamps 
tightly, making a positive support, the 
Type K Support requires no burning 
or drilling. 

The head is threaded to receivé’a set 
screw which imbeds itself in the beam 
or angle when tightened. The Effi- 
ciency “K” support is made of 
high quality malleable iron; furn- 
ished with case hardened cup point 
screws... ~*~ 1” to 2%”, 


Write today for your copy of the 
latest EFFICIENCY Catalog No. 
38B. Contains complete construction 
and application data on all EFFI- 
CIENCY Devices. 
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New Dealers — New Lines 








J. O. Metz has leased 2 modern 
brick building in Jonesboro, Ark., and 
opened a Maytag agency in October, 
he has announced. The firm will also 
handle radios, refrigerators, and other 
electrical appliances as they can be 
stocked. The firm will be known as 
the Jonesboro Maytag Co. 


* %e ae 


A new departmentalized store, the | 


Delta Tire and Auto Parts Co., He- 
lena, Ark., handling a complete linc 
of radios and electric appliances in 
addition to its automobile parts, tire, 
and accessories divisions, has been 
formally opened for business, E. T. 
Horner, owner, has announced. 
x * a 


Jack Wilson, head of the Wilson 
Plumbing and Heating Company, of 
McGehee, Ark., has announced the | 
opening of a store and shop in Lake 
Village and the leasing of a building 
in Eudora which will be stocked 
immediately. 

The firm handles heating systems, 
electrical installations, refrigeration 
units for home or business, plumbing 
fixtures, and air conditioning units. 

* a x 


As the first step preparatory to do- 
ing business under its newly acquired 
Westinghouse dealer franchise, Moore | 
Appliance Company, Miami, Fla., has 
begun the remodeling of the quarters 
chosen. These consist of a 4-store 
block on Northwest 36th Street, near 
17th Avenue, in the heart of a com- 
munity shopping center. One of the ! 
main objectives of the revamping 
job is to provide the premises with 
up-to-the-minute appliance display 
facilities. 

x % xe 

The principals of the Moore Appli- | 
ance Company, recently formed, are: 
Paul Moore, president; Howard M. 
Wygant, vice president and general 
manager; and Mrs. Marion Moore, 
secretary-treasurer. Moore formerly 
was engaged in the retail shoe bus: 
ness. Moore Appliance will merchan- 
dise all major and small appliance 
of Westinghouse manufacture. 

x ¥« mK 


A. F. (“Bud”) Miller, until lately | 
associated with Miller Electric Con | 
pany of Miami, Fla., as manager, has | 
entered into an electrical contracting | 
partnership with William A. Daniel 
and Charles H. Elliott. Located at | 
3128 Northeast Second Avenue, Mi § 
ami, the new firm operates under the J 
name Southeastern Electric Company: 









; 
j 





















nes 


ern | 


, and 
ober, 
| also 
other 


n be | 
yn as | 


, the | 


_ He- 
. line 
es in 
tire, 
been 
i 2 


ilson 
y, of 
1 the 

Lake 
iiding 
ocked 


stems, 
ration 
nbing 


units. 


to do- 
uired 
VMloore 


»., has | 


iarters 
t-store 
, neat 
com- 
of the 
mping 
. with 
lisplay 


Appl: 
d, are: 
rd M. 
eneral 
V[oore, 
rmetly 
» busi 
chan 
liances 


lately | 


Com- 
er, has 
racting 
Danie! 


ted at | 


e, Mi 
ler the © 
npany. d 


1945 








Kammerer Electric Company, Way- 
cross, Ga., has been opened receritly 
in the downtown section, by Mr. 
Harold Kammerer, and will handle 
lighting fixtures and appliances. The 
owner has been connected with the 
electrical contracting business for the 
past 18 years, having operated the 
Service Electric Company before the 
war, and having been employed as 
electrician foreman at the Waycross 
Army Air Base for the past three years. 
Mo *% x 


The Home Radio and Appliance 
Shop, in Bethany, Okla., has been 
taken over by H. E. Black, and a 
complete stock of new electrical equip- 
ment will be carried. Mr. Black will 
also do repair work. The shop has 
been redecorated and expanded. 

a * * 


Roy Archer, of McKinney, Texas, 
is opening an electrical repair and re- 
frigeration service at 112 West Louisi- 
ana Street in the Thurman Roofing 
Co. building, and will handle Genu- 
ine Frigidaire parts. 

* = * 

A check-up of electrical activities in 
Austin, Texas, disclosed that the Cen. 
tex Motor and Home Appliance Com- 
pany, 204 Barton Springs Road, will 
modernize to the extent of $7,500 
both shop and show room. 

um x * 


Mr. and Mrs. O. H. Cummins cf 
the Cummins Electric Company, 303 
East Seventh Street, Austin, Texas, 
are remodelling their building to ac- 
commodate appliances and fixtures. 

%e ¥ ok 


Union Electric Co., of Richmond, 
Va., announce that they are now in 
their new home at 318 E. Franklin 
St., and are prepared to do electrical 
work of all kinds and to repair all 
types of electrical appliances. 

In their advertising, this company 
urges patrons to put their names on 
the priority. list for the following 
electrical appliances: __ refrigerators, 
stoves, washing machines, ironers, hot 
water heaters, vacuum cleaners, irons, 
fans, radios, and bathroom heaters. 

* x * 

Electrical Appliances, Inc., Suffolk, 
Va., is a newly formed corporation, 
with L. C. Briggs as president; G. S. 
Hobbs, vice-president; and J. W. 
Mitchell, secretary - treasurer. This 
firm will carry Easy, Thor, Speed 
Queen, and Universal washing ma- 
chines, Universal appliances, Universal 
ranges, Philco radios, Philco refriger- 
ators, Duo-Thermo space and water 
heaters, L and H ranges and appli- 
ances, and is equipped to render a 
complete service in radio, appliance, 
and small motor repair. 
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Users of fluorescent lighting, engineers 
and maintenance men are enjoying more 
efficient lighting by using G-E Watch Dog 
Starters. These manual reset starters are 
providing the utmost in all-around fluores- 
cent lighting service in war factories all 
over the nation. That’s why these three 
prefer G-E. 


Would you like to know more about G-E Watch Dog Starters? 
Write for our bulletin, “How to Use Fluorescent Accessories for 
Best Lighting Results.” Send your request to Section G1153-16, 
Appliance and Merchandise Department, General Electric 
Company, Bridgeport, Connecticut. 


BUY WAR BONDS AND KEEP THEM 


GENERAL @ ELECTRIC 







































































TOP 
QUALITY 


Mr. Tops, the 
Paragon symbol 
of top quality. 


POULTRY HOUSE 
TIME CONTROLS 


Here are two first quality Poultry House 
Time Controls. Paragon "PS’’ models are 
designed for both morning and evening 
lighting, with dimming period for roosting. 
The Paragon Model 301 is designed essen- 
tially for morning lighting only. It is a heavy 
duty, industrial type time switch adaptable 
to poultry house lighting. 


Model "PS" 
for 
Morning 
and 
Evening 
Lighting 








Model 301 
for 
Morning 
Lighting 
Only 





Sead far 
tuthoritative Gulletin 


Paragon has prepared a 4-page, 2 color 
bulletin containing authoritative informa- 
tion relative to poultry house lighting con- 
trol. It summarizes the recommendations of 
leading poultry authorities and gives com- 
plete data regarding the wide range of 
Paragon poultry house time switches. Send 
for a supply to distribute among your deal- 
ers and power companies. 


PARAGON ELECTRIC COMPANY 


713 Old Coeleny Building © Chicege 5, lilinsis 








and MATERIALS 


| NEW EQUIPMENT | 
& « 


Christmas Tree Lights 


Something new and _ revolutionary 
will be available to decorate America’s 
first peacetime Christmas trees in five 
years—round, fluorescent lights which 
not only illuminate the tree, but also 
make it glow. 

‘The lamps, developed by Sylvania 
Klectric Products, Inc., manufacturers 
of lighting and radio equipment, and 





introduced at the Sylvania Lighting 
Center, in New York, are made with 
the same type fluorescent powders 
that go into fluorescent tubes for 


_Tegular residential and commercial use. 


The new lamps are small and round, 
and need no special auxiliary equip- 
ment in order to operate. 

Available for the coming holiday 
season in four pastel shades of coral, 
blue, green, and maize, the lamps give 
a soft, attractive glow to the tree, in 
addition to providing new and un- 
usual color effects for Christmas dec- 
oration. 


Morton Dealer Handbook 


“Simplified Merchandising for Ap- 
pliance Dealers” is the title of a 20- 
page booklet just published by the 
Morton Manufacturing Co., Chicago, 
Ill., to introduce their new line of 
steel kitchen cabinets and cabinet 
sinks. 

It emphasizes the Morton princi- 
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ple of “unit sales” in kitchen improve- 
ment and stresses the theme: SELL 
Merchandise, instead of bidding on 
specifications. Morton units are pic- 
tured singly, in work centers and in 
complete kitchen installations. Mor- 
ton features the design principles of 
curves instead of corners, frosted glass 
sliding doors, effective lighting, and 
the more attractive employment of 
wall surfaces rather than factory-like 
unbroken planes. 

The booklet is offered free to ap- 
pliance dealers and furniture and de- 
partment stores. 


Split-Second Starter 


A new split-second starter for fluo- 
rescent lamps—aptly called the “Jack 
Rabbit”—has been announced by the 
General Electric Company. 

Employing a new principle in flu- 
orescent lamp starting, the develop- 
ment constitutes a major advance in 


fluorescent lighting practice. The split- | 


second starting action of the device is 
accomplished with high operating effi- 
ciency. 

The new starter, which is used with 
G-E 40-watt instant-starting lamps, is 
the product of some five years of joint 
research by General Electric’s labora- 
tories at Nela Park, Cleveland, Fort 
Wayne, Ind., and Bridgeport. 


Aluminum Connectors 


A new development in aluminum 
connectors for aluminum cables has 
been announced by The Thomas & 
Betts Co., pioneer designer and mant- 


facturer of electrical wire fittings for | 


aircraft and public utilities, as well as 
for general industry. 

The widespread publication of this 
information was held up until the end 
of the war was in sight, and because 
during the war, WPB had restricted 
the manufacture of aluminum cable | 
to the uses of the aircraft industry. | 
Now, other markets as well are excited 
about the possibilities of aluminum 
wiring because of its weight-saving : 
factor. 
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The complete story of these uniqu¢ | 
T&B aluminum pressure conncctoi § 
is now being told in a large illustrated 


T&B Bulletin, No. 27. It reveals hith- 
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erto unpublished technical and instal- 


minum lugs, and many suggested de- 
signs for unusual and original postwar 
requirements. 

The bulletin explains the T&B 
basic hexagonal design feature of the 
entire line. The lugs are readily in- 
stalled with a T&B tool that squeezes 
the barrel of the connector onto the 
cable simultaneously from six sides. 

Copies of T&B Bulletin No. 27, 
just off the press, may be obtained 
by addressing: Advertising Depart- 
ment, The Thomas & Betts Co., Fliz- 
abeth 1, N. J. 


Telechron Alarm Clocks 


The Warren Telechron Company, 
Ashland, Mass., is pioneering new 
methods of awakening by the develop- 
ment of clocks designed to serve as 
“unalarming” alarms which will wake 
up the sleeper quietly and politely 
without the wild shock of the usual 
alarm clock, according to Roy W. 
Johnson, vice president of the com- 
pany. 

Examples of this are Telechron’s 
“Musalarm,” ‘“Switch-Alarm,” and 
“Lite-Call” which will be on the mar- 
ket around the first of the year. 

The “Musalarm” is described as a 
combination clock and “clear-toned, 
handsome little radio.” It wakens you 
to the pleasant strains of radio music. 

The “Switch-Alarm” is similar in 
use to the “Musalarm,” but it is not 
built into a radio. You can plug your 
radio set into this clock and instead 
of the alarm going off, it will turn the 
radio on at a predetermined time. 


The “Lite-Call” which comes in an 
ivory colored plastic case is an alarm 
clock of the standard type and wi! 
waken the sleeper with an audible 
signal. However, it has a mechanism 
which will make any light or bedside 
lamp flash intermittently if the lamp 
is plugged into the clock. All that has 
to be done is to set the time for awak- 


lation data on straight and angle alu-. 
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he MONARC 
SUPPORTING 
» BRIDGE 


a Note how this Monarch 
ae construction prevents the fibre 
bar from coming in direct contact 

with the screw connecting renewal link 

to knife blade. This minimizes the charring 
y of the fibre bar and positively prevents exces- 
- sive overheating of knife blades. Note also large 
- metal parts which dissipate heat. Result: dependable 
———€ protection. 














“ 





“Look No. 1” illustrates this construction in a 
lighter-duty Monarch knife-blade fuse and 
“Look No. 2” shows adaptation of this 
principle in a heavy-duty model. 
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MONARCH FUSE co., 


118 E. FIRST $T,, JAMESTOWN, 


RENEWABLE 


| Fuses 


















Easy to pick the 
nt CABLE TAP — 


n the Complete line 

"ll find the widest variety of 
el and 90° taps, combina- 
» and gutter taps—in a 

c of sizes up to 1,000,000 

| Insulating Bakelite covers 

| be furnished for all types. 



















Single 90° Tap from 
main conductor, 















vination Tap, one branch 
lel to main, one at 90°. 
























lite Covers 
be furnished 
all types of 
i-Union cable 




















3-Way? contin- 
uous main and 
two separate 
branches. 











a complete line of Service Con- 
psa Terminals, Tees, Straight 

rallel Connectors, Grounding 
restore, etc.—every good type of 
uctor fitting. And every one is 
rately made, thoroughly tested 


L. MORRIS LANDERS 
Walton Bidg. aa GA. 
WALTER J. HUEM 

as Transfer & ey 
shouse 

N-LNIUN «.. anes 
CORPORATION | 


Erie, Pa 











































Conductor Fittings 





ening and instead of the audible alarm 
coming on, the light will flash quickly. 
If desired, the audible alarm will come 

1.ten, minutes later. ‘Tests have 
proved this silent flashing alarm will 
waken people as surely as an audible 
alarm. 


Electronic Heating 


A sixteen-page booklet written for 
both engineer and manufacturer on 
the subject of electronic heating has 
been published by Scientific Electric, 
107-119 Monroe Street, Garfield, New 
Jersey. 

All the essential facts are discussed 
in a language stripped of confusing 
terminologies. It contains a brief rec- 
ord of the historical background and 
development of electronic heating— 
explains the principle of its operation— 
describes the two chief methods and 
fields of application and lists many 
proved present-day uses. 








Statement of Ownership 


Statement of ownership, management, circu- 
lation, etc., required by the Acts of Congress 
of Aug. 24, 1912, and March 3, 1933, of Electri- 
cal South, published monthly at Marietta, Geor- 
gia, for October 1, 1945. 

State of Georgia, County of Fulton. 

Before me, a Notary Public in and for the 
State and County aforesaid, personally ap- 
peared Frank P. Bell, who, having been duly 
sworn according to law, deposes and says that 
he is the Business Manager of the Electrical 
South, and that the following is, to the best of 
his knowledge and belief, a true statement of 
the ownership, management, etc., of the afore- 
said publication, for the date shown in the 
above caption required by the Act of August 
24, 1912, as amended by Act of March 3, 1933, 
embodied in Section 537, Postal Laws and 
Regulations, printed on the reverse side of this 
form to-wit: 

1. That the names and addresses of the 
publisher, editor and business manager, are: 

Publisher, W. R. C. Smith Publishing Co., 
Atlanta, Ga. 

Editor, Carl W. Evans, Atlanta, Ga. 

Business Manager, Frank P. Bell, Atlanta, 
Georgia. 

2. That the owners are: 

W. R. C. Smith Publishing Co., Atlanta, Ga., 
Estate of W. R. C. Smith, Atlanta, Ga.; O. A. 
Sharpless, Atlanta, Ga.; T. W. MeAllister, At- 
lanta, Ga.; W. J. Rooke, Atlanta, Ga. ; w. 
O’Brién, Atlanta, Ga.; J. C. Cook, Lee 
Ga.; R. P. Smith, Atlanta, Ga., and Mrs. E. L. 
Philpot, Atlanta, Ga. 

3. That the known bondholders, mortgagees 
and other security holders, owning or holding 
1 per cent or more of total amount of bonds, 
mortgages, or other securities, are: None. 

4. That the two paragraphs next above giv- 
ing the names of the owners, stockholders, and 
security holders, if any, contain not only the 
list of stockholders and security company but 
also in cases where the stockholders or security 
holders appear upon the books of the company 
as trustees or in any other fiduciary relation, 
the name of the person or corporation for whom 
such trustee is acting, is given; also, that the 
said two paragraphs contain statements em- 
bracing affiant’s full knowledge and belief as 
to the circumstances and conditions under 
which stockholders and security holders who 
do not appear upon the books of the company, 
as trustee hold stock and securities in a capac- 
ity other than that of a bona fide owner; and 
this affiant has no reason to believe that any 
other person, association, or corporation has 
any interest, direct or indirect, in the said 
stock, bonds, or other securities than so stated 


by him. 
FRANK P. BELL, 
Business Manager. 
Sworn to and subscribed before me this 5th 
day of October, 1945. 
SEBA J. JONES, 
Notary Public at Large. 
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Victory Lighting 
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» Transformer Bulletin 


© Bulletin S-301-A issued by the - 
' Standard Transformer Company, 
Warren, Ohio, describes the com- 


pany’s new one kva Type SRO oil- 
filled transformer for rural line service. 
The six-page bulletin contains illustra- 
tions of the core and coil assembly, 
SRO with cover removed, SRO with 
valve arrested, and detailed drawings 
of high voltage bushing with high 
voltage protective fuse, the hanger and 
top and side dimensional views of the 
unit. In the bulletin, the company 
outlines the special rural needs which 
brought about the development of 
this new transformer. 


Appliances Combined 
In Single Unit 
(Continued from page 54) 


“1. A builder restricted to an ex- 
tremely limited budget can supply a 
completeness of living facilities impos- 
sible up to this time. 

“2. The reduction in house cubage 
made possible by the unit’s central 
utility core will save materially on gen- 
eral construction expense and bring 
complete facilities into the reach of 
marginal families otherwise forced to 
begin home ownership with only the 
shell. 

“3. Lower cost, long term financ- 
ing of the house complete with uti’i- 
ties is made possible by integration 
of the utilities as a permanent part 
of the structure. 

“4. A speed-up in building is 
promised because houses equipped 
with the unit can be occupied sooner. 

“Especially we are providing the 
half of a man’s home which has come 
to be regarded as the index of the 
American standard of living. Too of- 
ten a home buyer has never been able 
to complete the installation of these 
conveniences and appliances after 
providing himself with four walls and 
a roof. The beauty of design in itself 
represents an aesthetic addition to a 
household. 

“We do not anticipate being able to 
go into the market to sell the builder 
of a single house but we expect to let 
the ultimate buyer know that the unit 
opens the hope for a new realm of 
housing. It is more than likely that 
the present capacity of production 
will limit distribution to builders 
working in large scale housing. 

_ “Our complete faith in the unit has 
justified years of pioneer work. We 
have made our group of homes at 
Kalamazoo a testing ground which we 
hope will be viewed by those con- 
cerned. 

“As in the case of all new concep- 
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WIRE * CORD SETS * CARTRIDGE and 
PLUG FUSES * FUSTATS * TROUBLE 
LIGHTS * CHRISTMAS LIGHTING SETS 


ROYAL ELECTRIC CO., Inc., PAWTUCKET, R. I. 












ACK ON THE JOB 


T&B Sta-Kon* Pressure (Solder- 
less) Terminals** for small wires 
are home after 4 years of com- 
bat service. More than a billion 
of them have been subjected to 
service tests almost beyond be- 
lief in critical locations in Radar, 
' Sound Equipment, Fire Control, 
Aircraft, Tanks, Subs, and Battle- 
ships. 


Electrically and mechanically 
tried and tested. Now available 
in quantity for high speed as- 
sembly line production using 
wire sizes #22 through 250 
MCM. Scores of shapes and sizes. 
| Reduce installation costs. Pro- 
mote good working conditions by 
eliminating unpopular, hazardous 
and messy solder. Easy to use. 
} T&B Installing Tools come in 
| bench or portable models, and 





utilize any power: air, electric, 
hydraulic or manual. 


Genuine T&B Sta-Kon Termi- 
nals, Approved by Underwriters 
Laboratories, are distributed 
through Wholesalers service or- 
| ganizations exclusively. 


If you have unusual wiring 
problems, get in touch with near- 
est T&B office for free services 
of our experienced design-engi- 
neer specialists. 


* Trade-mark Reg. U. S. Pat. Off. 
** Patented 


The Thomas & Betts Co., 
Incorporated 
Room 423 
Citizens & Southern Bldg. 
Atlanta 3, Ga. 


The Thomas & Betts Co., 
Incorporated 
518 Masonic Temple Bldg. 
New Orleans 12, La. 


The Thomas & Betts Co., 
Incorporated 
P. O. Box 2372 
charlotte, North Carolina 


=. 


THE THOMAS « BETTS CO. 


p 


INCORPORATED 
manufacturers of electrical fittings since 1898 
ELIZABETH, 1, NEW JERSEY 








tions and advancements in design and 
manufacturing techniques, we hope 
that the new Ingersoll unit will spread 
additional benefits to millions of 
Americans who buy homes built dur- 
ing the next decade and at the same 
time through the stimulation of home 
building create a vast number of ad- 
ditional jobs just as the automobile, 
radio and other modern inventions 
have done.” 





Historical Music 
Box Exhibit 

(Continued from page 52) 
of the display is the knowledge of the 
period and cach representative piece 
possessed by Mr. Rose. 

Having made a study of home mu- 
sic as he was making additions to his 
valuable collection, and now owning 
one of the few complete collections, 
he has become an authority on the 
music box period. He knows how re- 
pairs are made and when certain parts 
were invented and the history of the 
movement to relieve the tedium of 
mankind as he sat before his hearth 
fire. 

“Historians now believe,” Mr. Rose 
said, “that the music had its begin- 
ning with the rhythm of the ticking 
clock, which accounts for the first 
efforts at mechanical music being in- 
corporated into clocks.” 

Classes from schools throughout 
Kansas City make pilgrimages to the 
shrine of household music and some- 
times make return trips. 

Most recent of the group visitors 
was a delegation from the Kansas City 
Parent-Teachers’ Association, who 
came to see the musical treasures. 

Rose Brothers came into the radio 
business by way of the automobile 
service station, which remains a part 
of their business. The first radio busi- 
ness was automobile and thcy grad- 
uated into radios of all types and 
household electric appliances. 


A drive-in from the service station 
for servicing automobile radios allows 
an automobile to be driven into the 
radio service shop for installation or 
service. 

They have been located in their 
own building at 2939 McGee Traffic- 
way for 18 years. 

Although their present concern is 
to keep the radios playing which they 
have sold during the past 18 years, 
they expect to add a complete line of 
appliances, including deep freeze 
units, washing machines, refrigerators 
and electric ranges. 

They were the first automobile radio 
dealers in Kansas City and started out 
with the old Transitone before it was 
acquired by Philco. Starting out with 
Philco they have handled the line ex- 
clusively ever since. 

Undoubtedly the hobby and the dis- 
play of antiques generates a large num- 
ber of prospects but no concerted ef- 
fort is made to keep track of them or 
to follow up; rather, it is felt that the 
goodwill and interest stirred will 
bring in new customers in pleasing 
numbers. 

Mr. Rose is always invited to bring 
his display to Kansas City hobby 
shows and this also increases the fame 
of this radio firm. 

It is unique when the antique can 
be used for interesting display at a 
time when nearly every radio display 
floor is bare—bare as Hubbard’s cup- 
board. 

Maintaining Industrial 
Electronic Equipment 

(Continued from page 51) 
sary to restore a smooth, clean sur- 
face. The original shape of the con- 
tact must be retained. 

Solid silver contacts may be cleaned 
with a cloth or brush dipped in clean- 
ing fluid. After cleaning, polish con- 
tacts with a dry cloth. The brown dis- 
coloration that is found on silver and 
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27 PARK PLACE 
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With a 
-. MODEL J 


CATLG. No. 1412 


DONT GUESS/-TEST RPM. 


TRIPLE RANGE TYPE: 


CATLG. No. 312 CATLG. No. 315 


100- 1200 RPM 300- 1200 RPM 300- 1500 RPM 

400- 4000 RPM 1000- 4000 RPM 1000- 5000 RPM 

1000-12000 RPM 3000-12000 RPM 3000-15000 RPM 
Rugged * Reliable * Confl ly Indicating Type 
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silver-plated relay contacts is silver 
oxide, which is a good conductor. It 
should be left alone unless the con- 
tacts must be cleaned for some other 
reason. It may be removed with a 
cloth moistened in cleaning fluid. 

Corroded solid silver contacts 
should be cleaned with crocus cloth to 
maintain a smooth-finish surface. 
Deeply pitted solid silver contacts will 
require shaping with a fine file or 
No. 0000 sandpaper. If either a file 
or sandpaper is used, the final dress- 
ing must be done with crocus cloth 
in order to obtain a polished surface. 

In cleaning solid silver contacts, 
insert the crocus cloth between the 
contacts and draw it through them 
while the contacts are gently pressed 
together with the fingers, or, use 
crocus cloth glued to a piece of wood. 

When the corrosion has been re- 
moved, wipe the contacts with a clean 
cloth moistened with cleaning fluid. 
The final operation in cleaning should 
be polishing with a dry cloth, so as 
to make sure that all of the grains 
of pumice or sand from the crocus 
cloth or sandpaper are removed from 
the contact surface. Make certain that 
the shape of the contacts has not been 
altered from the original. 

Burned or pitted solid silver con- 
tacts should be resurfaced, if neces- 
sary, with No. 0000 sandpaper. The 
original shape of the contact should 
be retained. Smooth the surface with 
crocus cloth. After a high polish has 
been obtained, wipe thoroughly with 
a clean cloth, using a cleaning fluid 
when required. 

Very badly burned or pitted con- 
tacts should be replaced, if possible. 
If a replacement is not available use 
a fine-cut file to remove the pit. The 
original shape of the contact must be 
preserved. After filing, apply No. 0000 
sandpaper, then crocus cloth and fin- 
ally a clean dry cloth. Limit the use 
of sandpaper and a fine-cut file to 
the treatment of only badly burned 
or pitted contacts on the larger relays 
or contactors. 

Silver-plated contacts are cleaned 
with a cloth or brush dipped in clean- 
ing fluid. After being cleaned, the 
contacts are polished with a dry cloth. 
When corroded, contacts should be 
cleaned with crocus cloth. This must 
be done very carefully so as not to 
remove too much of the silver plating. 
When the corrosion has been te- 
moved, polish the contacts with a 
clean, dry cloth, making certain that 
the shape of the contact has not been 
changed. 

Silver-plated contacts that are badly 
burned or pitted should be replaced. 
If a replacement is not immediately 
available, the contacts may be dressed 


Insist on 


} ADVANCE” BALLASTS #% 


on all lighting equipment 


y, 
one 





“ADVANCE” BALLASTS EXCEL 
IN QUIET OPERATION, high efficiency 

performance, low replacement cost and long life. 
They permit easy installation in fixtures where only a 
limited space is allowed for ballasts. Designed by expert 
lighting engineers and approved by Underwriters’ Labora- 
tories, “Advance” ballasts are the answer to all fluorescent 
lighting problems. LARGE MANUFACTURERS OF LIGHT- 
ING FIXTURES USE “ADVANCE” BALLASTS — so insist 
on this quality ballast on the equipment YOU buy. 














DEPT. ES 
ADVANCE Transformer Co. 
1161 W. Madison Street Chicago 7, Ill. 
Pioneers in 
LIGHTING EQUIPMENT 
Since 1880 


aries 
. . » now making deliveries from the 
New No. 47 Catalog 


We can assure you of reasonably prompt deliveries 
on over 60 of our fastest-selling pre-war lamps and 
brackets. 


You'll find many of these items improved both 
in design and styling. They're all made to Faries’ high 
standard of quality. 


... and for 1946 


Watch for an important Faries announce- 
ment early in 1946. There'll be many brand 
new developments in both incandescent and 
fluorescent desk lamps, clamp-on lamps and 
floor lamps . . . including special designs 
for the “circline’’ and “slimline” fluorescents. 
A line you'll be proud to sell! 





Write for Your Copy of No. 47 Catalog Today 
‘Illustrates over 60 fast-selling numbers available now. 
Cash-in on the pent-up demand for lamps and brackets. 





FARIES MFG. CO. icin: 
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3. HOW ABOUT THE 


OPEN. WRITE FOR 
ULL DETAILS. 


ELECTRIC COMPANY 
CLARK WATER HEATER 


A CLARK FRANCHISE 
FOR YOUR TERRI. 


5201 W. 65th Street, 


THINKING ABOUT 





—THEN DON’T FORGET, MR. DEALER, 


THAT YOUR PROFIT DEPENDS ON SELLING A 
WATER HEATER THAT GIVES SERVICE—NOT 
ONE THAT DEMANDS SERVICE 


In planning for profitable merchandising of 
water heaters it is vital that you select a 
heater that will give your customers long, 
completely satisfactory service and assure 
YOU freedom from costly repair and re- 
placement expense. In choosing an electric 
water heater, here are three questions you 
will want answered: 


1.1IS 1T A TRIED AND PROVED 


PRODUCT 

Answer: The Clark was the pioneer stor- 
age electric water heater more than 
twenty years ago and has been manu- 
factured continuously ever since. Many 
of the original Clark heaters are still in 
daily service. 


2. HOW WILL IT STAND UP IN HARD 


OR SOFT WATER? 

Answer: Because of the famous Clark 
“Lifesaver” element and its unique heat- 
ing principle Clark heaters will give 
longer, more trouble-free service in the 
toughest kind of either scale-forming or 
corrosive water. 

PEOPLE WHO 
MAKE IT — ARE THEY EXPERI- 
ENCED, DEPENDABLE? 

Answer: The McGraw Electric Company 
name on the Clark 
heater is your 
guarantee of hon- 
est value and fair 
dealing. Check it 
any — you like, 
you will find the 
name and prod- 
uct dependable. 

















rORY MAY STILL BE 


McGRAW 


DIVISION 






Chicago 38 


CLARK 





ELECTRIC WATER HEATERS 
xt “Joastmaster Product 





with crocus cloth until the burned or 
pitted spots are removed. This may re- 
quire considerable. time, but it is bet- 
ter than using a file or sandpaper. 
If you find that the crocus cloth does 
not remove the burns or pits, then use 
a burnishing tool very carefully. If the 
crocus cloth is satisfactory, polish the 
contacts with a clean, dry cloth. 

The use of a file or sandpaper on 
silver-plated contacts is recommended 
for only extreme emergencies, after 
which crocus cloth should be used to 
polish the contact, followed by wiping 
with a clean, dry cloth to remove all 
sand and grit. Highly abrasive ma- 
terials such as emery cloth, heavy 
sandpaper or carborundum paper 
should never be used for surfacing 
relay contacts as these materials will 
damage the contact surfaces. 

Adjust contact arms to the correct 
positions if they have been moved 
during cleaning. Take care not to 
change the settings of adjustable re- 
lays. The correct settings and proper 
means of adjustment for the contac- 
tors and relays of a specific equip- 
ment will be found in the instruc- 
tion book supplied with the equip- 
ment. 


Electrification 


In Memphis Area 


(Continued from page 47) 
from the Memphis plant were lost to 
the armed forces, some are already re- 
turning. ‘Their jobs are waiting for 
them. During the war, the company 
trained and employed 10 women for 
such work as rewinding and repairing 
of small motors. The company doesn’t 
intend to rely upon women employes 
in the postwar era, although some of 
the women are still at their benches. 

Shelby maintains an expert engi- 
neering staff to meet all demands for 
consultation on projects in Tennessee, 
Arkansas, Mississippi, and southeast 
Missouri. It is subject to call and pro- 
vides fast emergency service. 





EAST PALESTINE 





PBR ge es gece etonmgpee recone 
M. & W. WATER-TIGHT RUBBER BUSHING TYPE 


CONNECTORS FOR SERVICE ENTRANCE CABLE 


The design of the rubber bushing is such that 
it has a greater surface contact around the 
cable than the conventional bushing, assuring a 
water-tight fit around the cable. 


Send for Copy of Bulletin 15 
which illustrates our complete line. 


THE M&W. ELECTRIC MANUFACTURING CO., INC, 


Shelby offers a complete service in 
repairing and rewinding motors of all 
sizes. ‘The company maintains large 
stocks of repair parts and all matc- 
rials necessary for rebuilding of elec- 
trical equipment, including switch- 
boards. 

Some of the Mid-South’s largest war 
projects were wired by Shelby. The 
company numbers among its installa- 
tions those at the huge Army Service 
lorces Supply Depot, Kennedy Gen- 
eral Hospital and Fourth Ferrying 
Group base in Memphis, the Walnut 
Ridge, Ark., Army Air Field, and the 
Memphis Ford plant. 

Other recent large contracts include 
the complete electrification of the 
Kennett, Mo., oil mill, the Helena, 
Ark., oil mill, remodeling of the B. C. 
Jarrel Co. plant at Humboldt, ‘Tenn., 
and installations for OQ. O. Chemical 
Co., in Memphis. 

Large contracts held by Shelby 
Electric in the early fall included 
Abraham Bros. Packing Co., Valoney 
Felt Mills, Chapman-Dewey Lumber 
Co., and National Rose Spring & Mat- 
tress Co., all in Memphis, and electri- 
fication of an oil and soybean mill at 
‘Tiptonville, Tenn., and the Pekin 
\Vood Products Co., at Helena. 

Shelby Electric Co. holds member- 
ship in the National Electrical Con- 
tractors Association and the National 
‘ndustrial Service Association. 





Service and Sales 


Go Hand-in-Hand 


(Continued from page 43) 
are combined, are unusually effective.” 

By advertising and putting vacuum 
cleaner service in the hands of a well- 
known expert, Camp has watched this 
department expand to where it now 
averages five rebuilds a day, with two 
uren doing the work. 

Advertising will apply particularly 
to really new appliances, things that 
the public has to be educated about. 
Camp is handling an electric radiator. 
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SHe also is going to service it and is 
counting upon advertising to help put 
Fit across to the public. Incidentally, 
The looks for good sales on the electric 
“radiator in view of the cheap TVA 
power available in the Memphis area. 

Camp is also trying to educate the 
public on the wisdom of winter in- 
stallation and repair of fans to avoid 
the seasonal rush as much as possible 

' and at the same time keep his service 
men busy month in and month out. 

He points out that the work can be 
done promptly and that the fans are 
there to give service when the first 
warm weather arrives next spring. 

“After all,” Camp reasons, “why 
shouldn’t an attic fan be installed in 
the winter instead of the summer? I 
find that seven out of 10 buyers use 
the FHA plan. Since the entire 
amount is spread over a year, what 
difference does it make if the small 
monthly payments begin in winter in- 
stead of summer? I also emphasize 
to my customers that winter installa- 
tions are apt to be better jobs. Attics 
are hot places to work in during sum- 
mer. Installation men are only hu- 
man. When swamped with orders 
during summer they are thinking only 
of installing the fans and getting out 
of those hot attics as quickly as pos- 
sible, and then hurrying on to the 
next job.” 

Camp believes in keeping close con- 
tact with distributors. He never 
passes up an opportunity to discuss 
products and attend mectings. 

“It’s sometimes surprising what 
questions prospective customers can 
ask about a new appliance,” Camp 
muses. “I try to learn all I can about 

' what I have to sell. Confidence defi- 
uitely helps in making sales. My 
salesmen must not only know the 
products—they must have the sales 
background.” 

Camp plans to sell everything from 
new vacuum cleaners to air condition- 
ing equipment for households, and 
some for commercial customers. Yet 
he isn’t promiscuously signing fran- 
chises. 

“Most of my franchises were signed 

: several years ago,” he discloses. “I 
think many dealers, especially those 
who have opened in the last year 
solely to cash in on new appliances, 
have made a mistake in going hog 
wild on appliance franchises. Some 
have dozens of makes of radios and 

refrigerators. 

“Now every manufacturer realizes 


"| that some small appliance dealers find 


}t tough in selling only one line, but 
f there are headaches ahead of fellows 
going overboard. ‘They may find it 
had swimming in deep water. 

“Here’s what I’ve decided to sell: 
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NEW LOW PRICE 


IDEAL 


“WIRE-NUTS” 


Solderless, Tapeless Wire Connectors 


Strip Wires, Screw on 
That's All 





See Your 
JOBBER 


The new low prices still further 


reduce the cost of making wire 
joints in wiring of factories, 


buildings, homes, ete. 


Leading electrical contractors 
are using millions of IDEAL 
*Wire-Nuts” because they're 
better electrically — stronger 
mechanically. Easy to apply — 
strip wires, screw on — that’s 
all! Approved by Underwriters’ 
Laboratories, Inc. 


PROMPT DELIVERY 
Electrical Products Division 


IDEAL COMMUTATOR DRESSER CO. 
Sales Offices in All Principal Cities 


1017 Park Ave., Sycamore, III. 














*COLOVOLT COLD CATHODE 


INDUSTRIAL 


8 feetlong 





Here is the new Colovolt industrial 
fixture, one of a complete line of in- 
dustrial and commercial “packaged” 
units. Equipped with the standard 93” 
Colovolt 10,000 hour lamp, Colovolt 
fixtures may be used singly or in con- 
tinuous line lighting in multiples 
of 8 feet. Instantaneous starting, no 
flickering, guaranteed for 1 year ex- 


*Trade mark regis- 
tered U.S. Pat. Off. 





i ? 
bferte rat 
eile 


FIXTURES 


LOW VOLTAGE 


all steel 


cept for failure due to breakage are 
extra advantages of the Colovolt Cold 
Cathode low voltage fluorescent 
lamp. The long life expectancy of 
Colovolt lamps may be realized even 
when constantly turned on and off, 
and pre-scheduled re-lamping, with 
no loss of production or time, is now 
possible with Colovolt installations. 


Contact your electrical wholesaler or job- 
ber, or write us for full details and prices. 


GENERAL LUMINESCENT CORPORATION 


680 S. FEDERAL STREET 


CHICAGO 5, ILLINOIS 
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DESIGNERS SAY THEY’ RE 0.K.! 
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For superior mechanical 
strength and ease of = 
ae specify O. 

Cast Iron Boxes tak 
confidence jee ‘they’ il 


The close-grain cast 
iron used in their con- 
struction makes O. Z. 
Boxes stronger. They're 
hot-dipped galvanized 
for maximum corrosion- 
resistance. Their surfaces 
can be easily machined 
on the job—or, as most 
users prefer, O. Z. will 
drill and tap them and 
install bosses to your 
specifications. 

See for yourself the 
details that make O. Z. 
Boxes superior—on every 
important count. Write 
for the — illustrated 
O. Z. catalog today. 


Giz. 
ELECTRICAL PRODUCTS 


¢ Cast lron Boxes 


* Solderless 
Connectors 

* Conduit Fittings 

* Cable Terminators 

¢ Grounding Devices 

* Power Connectors 





0. a sg DOO OE BOND STREET BROOKLYN,2 NY. 








Represented SST ee a cL tee es De M. L. Whitman, 313 Bona 
Allen Bldg., Atlanta 3, Ga.; W. J. Keller, 304 
Natchez Bldg., New Orleans 12, La.; F. B. 
Dallas 5, 


@ 8153 


Ostermueller, 3128 Amherst St., 


Texas. 





Write for 48-page illustrated catalog. 


Southeastern Representative 
VERLYN H. BRANHAM 
180 Interlochen Drive, N.W., Atlanta, Ga. 


J. P. LUMPKI 
248 Tranquil Ave., Charlotte, N. C. 


COPPER TUBE 
& PRODUCTS, Inc. 


CINCINNATI, OHIO 









“Two vacuum cleaners; one refrig- 
erator; a deep freeze unit; an electric 
range; two gas ranges; two lines of 
fans, including oscillating, ceiling, 
pedestal, and attic; one type oil heat- 
ing equipment; two makes of radios; 
one radiator; a special line of small 
appliances, including irons, percula- 
tors, toasters, etc.; a cordless iron; 
home laundry; and water cooler. 
Most of these will be channeled 
through one distributor.” 

Camp foresees a flurry of sales when 
the new appliances hit the market in 
anything resembling quantity. But 
he also is sure the buying fever will 
soon taper off to a steady volume. 

“Smart people aren’t going to 
throw their money around,” he main- 
tains. “Many of those who have 
refrigerators and other products that 
have given faithful service for years 
aren’t going to discard them merely 
to buy new ones. 

“So I am playing it safe. I’m stress- 
ing service for old appliances because 
the plain fact is that there won’t be 
enough new ones to meet the demand 
for quite a while. 

“I want to keep my repair and 
service men busy while still selling mv 
share of new appliances. I believe I 
have a balanced policy. I don’t see 
how I can miss.” 


Lighting Maintenance 
Hub of Business 

(Continued from page 41) 
of southern Louisiana and Mississippi 
as well. One customer in a small up- 
state Mississippi town regularly sends 
his fluorescent fixtures and everything 
else electrical in his home and office 
to the American Fluorescent Repair 
Shop. 

The partners have experimented in 
their advertising with a medium rela- 
tively untried by electrical contractors 
—motion picture. Their “plugs” go 
on at smaller flicker houses scattered 
all over New Orleans, and results from 
the movie advertising have been “‘ex- 
cellent,” says Mr. Ferguson. 

“By advertising in the neighbor- 
hood movie houses, we catch the cus- 
tomer when he is relaxed and open for 
new ideas—that’s important in put- 
ting over something still as strange to 
the public as fluorescent lighting,” he 
explains. “And we catch a big audi- 
ence, too, for most city families with 
children visit the neighborhood movies 
at least once a week. ‘The movies as 
an advertising medium have been ter- 
rifically effective for us.” 

The firm also uses one other me- 
dium. It has already ordered some 
500 calendars for 1946—on the theory 
that they will keep the American 
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Fluorescent Repair Shop name befo-e 
the prospects they reach. 

The “shop” itself is a roomy bvild- 
ing, surrounded by a big parking lot, 
which the partners expect to be a 
sales-building factor when their busi- 
ness really begins humming—for it was 
opened only last July. A big front 
section has been devoted to appliance 
displays, with a major portion of the 
display space going to fluorescent fix- 
tures. There is also a parts department 
and a fully equipped shop in the rear. 





Sales Training 
First on Program 


(Continued from page 40) 


tric refrigerator being demonstrated 
before them and the insides of a roast 
waiting in the refrigerator at home. 
That’s simple, hard-headed business 
sense. 

The lectures are given in the store 
itself, right on the selling floor which 
we hope soon to fill with washing 
machines, radios, refrigerators, vac- 
uum cleaners, and the rest of the elec- 
trical appliance family. Nothing is 
left to guesswork, and we take pains 
to see that every point brought out 
is fully understood. 
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To accomplish this, the factory 
demonstrator-instructors bring with 
them cut-away models of the appli- 
ances they’re going to talk about. Cut- 
aways, we've found help a lot in 
bringing out the points in the course; 
they let the salesmen-students see as 
well as hear about the merchandise. 

Later on, when the film situation 
eases, we hope to employ slide films 
and movies as well in the sales educa- 
tion series. Army and Navy tests 
have shown that this sort of visual 
training far outstrips in effectiveness 
any other method of teaching—and 
as soon as we can get the films, we 
intend to apply this method. 

Also on the educational program 
—when they can be arranged — are 
trips to the electric appliance fac- 
tories for the Joy’s, Inc. salesmen. To 
date, we’ve made one such trip—to a 
washing machine plant — and we're 
sold on the idea. ‘The trips, of course, 
will be at company expense. 

If you don’t think that there is go- 
ing to be a selling job aftcr that pent- 
up demand dics down—considcr this: 
not only the established appliance 
houses, furniture stores, and depart- 
ment stores which sold appliances 
before the war will be in the ficld 
after they return, but, from present 


indications, some drug stores, a few 
super markets, and all kinds of widely 
scattered retail outlets as well, will 
be after some of the lush and easy 
dough in that first splurge. To sur- 
vive after it ends will be a job. 

We are training now for that job! 


Reconversion Pricing 
Policy Explained 

(Continued from page 38) 
under Individual Company Adjust- 
ment Provisions at OPA district of- 
fices. Adjustments will be made that 
do not endanger established ceilings 
in the industry, or threaten the gen- 
eral level of retail prices. 

Any manufacturer in any classifi 
cation is free to resume selling at 
his 1942 prices without even con- 
sulting OPA. 

Other than in the clothing field, 
new small businesses, many of which 
will be started by returning veterans 
and ex-war workers, and in general, 
which will be starting without suffi- 
cient capital to absorb the present 
abnormally high cost of setting up a 
business, can determine their ceiling 
prices by either of two methods. 

Under the “cost method,” the new 
small manufacturer submits to OPA 





his best estimate of the anticipated 
cost of materials, labor, other factory 
expense and selling and administrative 
expense. 

To the sum of these, OPA will add 
a profit factor which will represent 
the full, average peacetime profit 
margin of the industry. 

At the end of three month’s oper- 
ation, he recomputes his ceiling prices, 
using actual costs instead of the esti- 
mates, and has these approved by 
OPA. 

Under the “in-line method,” the 
new manufacturer adopts for his own 
price the ceiling price for an article 
comparable to the one which he pro- 
duces. His ceiling is lowered or raised 
to reflect any difference in the cost 
of manufacture between his product 
and the one he uses for comparabl 
pricing. 

Whichever method he uses, the 
proposed price is submitted for ap- 
proval to the OPA district office on 
forms which will be provided on re- 
quest by the district office. 

And in either case, he may begin 
selling at the proposed price within 
20 days unless notified to the con- 
trary by OPA. 

These two pricing methods are re- 
stricted to new, small manufacturers. 
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FOR 


MOTORS 
FANS 


CONTROLS 


PROMPT SHIPMENT FROM LARGE STOCKS 


AUTHORIZED PARTS DISTRIBUTORS 
Brown-Brockmeyer General Electric Master 


Century Hamilton-Beach Peerless 

Cutler-Hammer Hoktzer-Cabot Robbins & Myers 

Delco Howell Star 

Diehl Hanter Thor 

Duro lig Wagner 

Emerson Leland Westinghouse 
Marathon 


READING ELECTRIC COMPANY, INC. 


Parte Distributere fer the Manufacturer 


200 William St. Barclay 7-6616 New York 8, N. Y. 
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in army barracks, mess halls, 
hospitals, headquarters, 
theaters and other military 
buildings. Its fine design and 
sound construction meet the 
specifications drawn for 
army fans and it is particu- 
larly adaptable to the various types of installations 
found in army buildings. 


HY-DUTY BLOWERS 





1125 MASSACHUSETTS AVE 


tHe #2eshk-¢er MAKER” 


provides fully the comfort 
and ventilation so essential 





Single Inlet-—Double Inlet. 400 
CFM to 12,500 CFM. 

Single Inlet Blower illus- 
trated at left is particularly 
adapted for ventilation of 
mess halls in military estab- 
lishments. 


VENTILATING DIVISION 
SCHWITZER-CUMMINS COMPANY 


INDIANAPOLIS 7, U.S A 


















HER 
Carbon Products 








BRUSH KITS 
of all descriptions 
CARBON BRUSHES 
of all descriptions 


HELWIG COMPANY 


2544 N. 30TH ST. MILWAUKEE 10, WIS. 


Southern Offices 
323 Northwest Second St. 
Oklahoma City 2, Oklahoma 
Telephone: 2-6881 
3000 Block McKinney, Houston 3, Texas 
Telephone: Preston 1610 
1913 Washington Ave., St. Louis, Mo. 
Telephone: Chestnut 6510 
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| GEDNEY FITTINGS... FIT! 


FITTINGS 
4 t_— i 


Conduit Bodies and Fittings 





by GEONEY, are available 
1 é > for every requirement All 

nclusive, this quality line 

features both threaded and 
}5 a). threadless types. Underwrit- 
\2 ers Laboratories approved 
and distributed through rec- 
t§ ‘. ognized wholesalers exclu- 


sively. Write for catalog 





2 RKO BLDG, RADLO CITY. NEW YORK, NOW... 
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Home Freezers Promised 
All Sizes and Shapes 
(Continued from page 34) 


tops can provide additional table 
space, always useful in any kitchen. 

Will these frozen food units com- 
bine facilities for both freezing and 
storage, or will two separate units be 
necessary? 

Present indications, REMA reports, 
are that most home units will per- 
form both functions. It is certain that 
most of the new household refriger- 
ators of the familiar type now used 
to store perishables will have frozen 
food storage compartments of varying 
sizes. These will be used largely for 
storage of foods purchased in a frozen 
state or foods which the housewife 
has frozen in a locker plant, for 
instance, which has complete facilities 
for quick freezing as well as wrapping 
frozen edibles in moisture-vapor-proof 
material and otherwise preparing them 
for freezing. 

Reports from REMA members, 
who produce everything from parts 
and refrigerants to complete mechan- 
ical refrigeration and air conditioning 
units and systems, show that only 
the larger home models will include 
sections for all three refrigeration 
functions in the kitchen — freezing 
food, storing frozen food and storing 
perishables. Some of the 150 cubic 
foot “walk-ins” are so arranged. 

From the standpoint of size only, 
designers of “dream” homes already 
are thinking in terms of full refriger- 
ated rooms big enough to hold a 
year’s supply of frozen food. And 
some apartment building owners are 
planning the installation of batteries 
of frozen food lockers or storage com- 
partments, each tenant having an in- 
dividual section. 





Safe Electrical Living 
(Continued from page 33) 


grounded metal such as a water pipe 
or radiator so that one could not touch 
the water or grounded object and the 
appliance at the same time. In instal- 
lations previously made in older 
houses it is not uncommon to find an 
electric light socket over the sink or 
basin operated by a pull chain. This 
hazard can be corrected by inserting 
an insulating link at the top of the 
chain. 

In the bathroom, the fixtures, han- 
dles of wall switches, cover plates fo: 
such switches and cover. plates for 
convenience outlets should be of in- 
sulating materials. 

Grounding wires for electrical cur- 
rents, telephone equipment, etc., 
should be attached to water pipes— 


not gas pipes—and be permanently 
retained. 
(3) Connections to Portables 

All convenience outlets, appliances | 
and cords for portable lamps, vacuum | 
cleaner, toaster, etc., should meet the 
requirements of the National Electri- 


cal Code or the Underwriters’ Labori- \: 


tories, Inc. 
(4) Accessibility 
Lighting fixtures, circuit breakers, 





fuse box, and fluorescent ballast box © 
should be readily accessible for main- 7 


tenance purposes. 
(5) General 

The use of small electric lights can 
be very useful in reducing home acci- 
dents. A small blue light installed 
near the baseboard is of value in the 


sleeping rooms of elderly persons for © 
indicating the direction of the bath | | 


room or exit door. A small beam ot 
light thrown on the top and bottom 
steps of a stairway or a light box re- 
cessed in the top and bottom riser is 
of value in aiding elderly people or 
persons with corrected vision in using 
a stairway safely. 





ANTI-CORROSIVE PAINTS. 


CONTINUE AVAILABLE 
IN GOOD QUALITY 
AND FOR 
REASONABLE DELIVERY 


Cibo inc 


NORTH ARLINGTON, N. J. 





FOR SALE 


Industrial motor repair and mainte |} 
nance shop with business well ¢|f 
tablished twenty-four years in large, 
fast-growing Texas city. Plenty cus 
tomers, equipment, material and/] 
good will. $40,000 cash. | 
Reply Box 609, Electrical South, 
1020 Grant Bldg., Atlanta 3, Ga. 








—— 





TOOLS: Visegrips, CeeTee, Waterpum| 
needlenose, diagonal cutter pliers, crescent 
wrench, pipewrench, plastic screwdriver 
clawhammer, hacksaw & 14 pe. socket s# 
7/16 to 1” including Universal joint & fle 
handle. Complete 25 pe. guaranteed tool kil 
only $49.85. Immediate shipment! Catalogst 
& price list free! Order now! Universal T 


Co., 1527 Grand FS-11, Kansas City. Me 
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SIGNAL ELECTRIC MFG. CO. 


MENOMINEE, MICHIGAN 





7 Made to GIVE Service 
\ ¥% ...mot require it! 
The improved “Dixie- Maid” 


ELECTRIC CHURN 


Quality components and rugged construction 
make Dixie-Maid Electric Churns give long 
trouble-free service. Recent improvements in- 
clude larger, round Splash Plate, recessed 
Supporting Arms and heavier Cord with Switch, 
as illustrated. Slow-speed, Heavy-Duty Motor. 
Thumb-screw adjustment to fit 3 to 6 gallon 
containers. Agitates all the milk—makes 
more butter faster. Production now be- 
ing expanded. If your jobber can’t supply 
you order direct. 


SOUTHERN ELECTRIC PRODUCTS, Anderson, S.C 


WASHING MACHINE 
R Parts 


For All Makes 
WHOLESALE 


Serving Southern Dealers 
and Repair Agencies 


PROMPT SHIPMENTS 
Goodrich Wringer Rolls 


Gates Belts 
T-K Range Parts 


DISTRIBUTORS 


Write for Catalog— 
PRICE $1.00 Prepaid 


OL U9 
Fa 


/) SHING MAC Ae 
LA HINE REPLACE ment PO 


811 = Sth St., N. W. 
WASHINGTON 1, D.C. 


MEMBER, APPLIANCE PARTS JOBBERS ASS'’N. 








Connecting Diagrams for Lap-Wound 
- Induction Motors 


Every man concerned with motor rewinding will 
want a copy of this new publication by A. C. Roe 
which contains 72 modern connecting diagrams for 
induction motors of from 4 to 12 poles. The dia- 
grams are arranged for dual voltage connections and 
best magnetic balance. A copy of this 132 page 
book is available with each 3-year subscription to 
Electrical South—total cost, $3. Write at once to 


ELECTRICAL SOUTH 
1020 Grant Bldg. Atlanta 3, Ga. 
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Wind-0-Vent EXHAUST FANS 


Portable — Quiet — Dependable — Safe 


The Wind-O-Vent Exhaust 
Fan is built in four sizes with 
resilient mounted quiet-run- 
ning, heavy duty motors. Full 
directions for mounting come 
with each fan. 


This fan is of universal 
application either as an ex- 
haust fan for commercial use 
or as a window fan. 


WOV-380 (Typical) 
Rear View 


CERTIFIED 
RATINGS 


TEST STATEMENT—Each Reed 
Unit Fan bears a certified rating 
label of the Propeller Fan Man- 
ufacturers Association. This la- 
bel certifies that the fan has 
been tested in strict accordance 
with the Standard Test Code as 
approved by the American Soci- 
ety of Heating and Ventilating 
Engineers. 


REED UNIT-FANS, INC. 


Manufacturers of Ventilating Equipment 


1001 St. Charles Ave. New Orleans 8, La 


Front View 

















BELT DRIVEN 


COOLING FANS 


Its simplicity of 
design permits 
easier installa- 
tion in Walls, At- 
tics, or Pent- 
houses. 

SECO Fans de- 
liver a maximum 
volume of air at 
slow speed, with 
extreme quiet- 
ness. 


RTTIES 
SCHOOLS 
CHURCHES 
and for 
Industrial 
Installations 


AVAILABLE SIZES 
24”, 30”, 36”, 42”, 48”. 
(3800 to 18,500 C.F.M.) 
Write for Mlustrated Bulle- 
tin, Specifications & Prices. 


Contact your nearest Distributor or write 





SECO-LITE MANUFACTURING CO. 


4916 EASTON AVE. . ST. LOUIS 13, MO. | 
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= ELECTRIC 
-’/ WATER HEATERS 


HIGHEST in Sales... 


Lowest é 
in OPERATING cost 


Today’s modern kitchen, 
bathroom and laundry de- 
pend upon an_ unlimited 
supply of hot water. 


The SEPCO electric water 
heater is the best way to 
fill this need for plenty of 
hot water — for every 
member of the family. 


ATTRACTIVE - MODERN 
ECONOMICAL 
DEPENDABLE & SAFE 


1915 - Time Tested - 1945 


AUTOMATIC 


AUTOMATIC ELECTRIC HEATER CO. INC. 
POTTSTOWN, PENNA. 








part of the ee, contract. Evéry care a be taken to inde 
correctly. No allowance will be made for errors or failure to insert, 





A 


Adam Electric Co., Frank-_-- 
Advance Transformer Co._- 
All-Steel Equip. Co., Inc._- 
Alluminum Co. of America ---_- 
American Coolair Corp 
Anaconda Wire & Cable Co., Inc. 
Automatic Electric Heater Co., 


Bendix Home Appliances, 
Briegel Method Tool Co 
Bryant Electric Co 

Bull Dog Elec. Products Co._ 
Burndy Engineering Co., Inc. 


C 


Chelsea Products, Inc. 


Clark Water Heater Division__-- { 


Collyer Insulated Wire Co.____-- 
Commercial Credit Co. Shs 
Curtis Lighting, Inc._- 


D 


Dolph Co., John C._ 


E 


Edison General Electric 
Appliance Co. 

Efficiency Elec. & Mfg. Co. 

Electric Vacuum Cleaner 
Co., Inc 

Misitbentantin Inc. 


F 


Faries Mfg. Co 

Federal Electric Products 
Co., Inc. " 

Frigidaire Division 


G 


Gedney Electric Co. 
General Cable Corp.____-. 
General Electric Co. 

(Electronics) 
General Electric Co. 

(Fluorescent Starters) --_- 
General Electric Co. 

(Heating Devices) 
General Electric Co. 

(Home Laundry) ____-- 
General Electric Co. 

(Insulating Materials)______-- 
General Electric Co. 

(Lamps) 
General Electric Co. 

(Ranges) 

General Electric Co. 
(Refrigerators) 
General Electric Co. 
(Wiring Devices) 
General Luminescent Corp 

George Co., 

Graybar Electric Co.- 
Greenlee Tool Co 
Gruber Brothers __ 


H 


Back Cover 
91 


Hazard Insulated Wire Works_-_- 
9 


Helwig Company 

Hill-Shaw Company 
0 ea 
Hotel Mayfair 

Hubbard & Company 

Hunter Fan & Ventilating 


92 


Front Cover 


Ideal Commutator Dresser Co._-. 91 


Ilsco ner Tube & Products 


pa a & Wires, 
ne. 

Irvington Varnish & 
Insulator Co. 


J 


Johns-Manville 
Johnson Fan & Blower Corp._-- 


92 


K 


Kearney Corp., James R. 
Kelvinator Division eae 
Krueger & Hudepohl 


L 


Landers, Frary & Clark 
Lloyd Products Co. 


M 


M. & W. Electric Mfg. Co._- 
McCabe Powers Auto Body 
McGraw Electric Co 
Mitchell Mfg. Co..-.-~----- 
Monarch Fuse Co., Ltd. _- 


N 


.e) 


Ghenite CORR. <<..k6+-....00e 
O. Z. Electrical Mfg. Co. 


P 


Paragon Electric Co. a 
Penn-Union Electric Corp. 
Premier Division 

Proctor Electric Co., 


R 


Reading Electric Co., Inc 
Reed Unit-Fans, Inc._-_ 

Roller-Smith 
Royal Electric Co.- 


S 


Samson United Corp 
Sangamo Electric Co._ 
Schwitzer-Cummins Co. 
Seco-Lite Mfg. Co.. 
Signal Electric Mfg. Co.- 
Southern Electric Products_ 
Spero Electric Corp 

Square D Co. i 

Stitcht Co., Inc., Herman H.-.- 
Guba, TRG. .<ceccasccnccecul 
Swartzbaugh Mfg. Co 
Sylvania Electric Products, Inc.. * 


t 


Tennessee Valley Associated 
Marketers 

Thomas & Betts Co., Inc 

Trible’s 

Trilmont Products Co._-_-~--- 

Tuttle & Kift, Inc 


U 


United States Rubber Co., 


Division. 9 


(Wire Division) ~..~----- osu 
Universal Tool Co. 


WwW 


Wakefield Brass Co., F.W.----- 
Walker Brothers 4 
Walker Electrical Co “4 
Ward Leonard Electric Co.----- 
Westinghouse Electric Corp. 

_— = +. Panelboards, 
washes “Wiettric Corp. 

(Appliances) -__Inside Front @ 
Westinghouse Electric Corp. 

Coen & Integral 


Wierend 
Wiremold Co. ..----.--------- -- 


Y 


Youngstown Sheet & Tube Co.-- 


National Electric Products Corp, is 








&B* SSSVA pase” ese=° 
' ' , © _. 7 





